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First,  Break  All  the  Rules 

I recently  read  a book  by  Marcus  Buckingham  and  Curt 
Coffman,  entitled  First,  Break  All  the  Rules  - interesting 
title,  interesting  concept.  The  basic  premise  is  that  great 
managers  ignore  the  classic  management  rules  because  they 
have  their  own  principles,  and  these  principles  work.  I 
believe  we,  in  Army  recruiting,  can  benefit  from  some  of  the 
thoughts  in  this  book. 

The  first  principle  is  to  find  the  talent.  The  authors 
define  talent  as  recurring  patterns  of  thought,  emotion,  or 
behavior.  People  perceived  as  talented  are  really  exercising 
their  strengths  - that  is,  they  are  suited  to  the  task  at  which 
they  are  perceived  to  excel.  Not  everyone  has  the  same 
talents,  we  know  this.  So  we  should  look  for  those  who 
seem  to  have  a natural  aptitude  for  the  task  at  hand.  The 
authors  postulate  that  talent  should  take  precedence  over 
experience,  intelligence,  or  willpower  because  none  of  these 
attributes  alone  will  guarantee  results. 

Think  about  this  in  recruiting  terms,  look  for  the  talent, 
and  put  the  innovative  leader  in  the  driver’s  seat.  Talent  is 
the  basis  for  selection,  a certain  ability  that  leads  to 
success. 

The  second  principle  is  to  define  what  you  really  want, 
what  the  authors  call  defining  “the  right  outcomes.”  They 
write  that  world  class  managers  see  their  role  as  focusing 
people  toward  performance.  By  recognizing  that  they 
cannot  change  behaviors  but  they  can  guide  performance, 
managers  should  precisely  define  the  outcome  they  want 
and  let  each  person  find  his  or  her  own  way  to  get  the  job 
done. 

Some  soldiers  elsewhere  in  the  Army  have  very  inaccu- 
rate views  on  what  recruiting  duty  is  all  about.  Like  the 
jokes  about  cops  in  doughnut  shops,  their  views  are  based 
on  misperceptions  of  the  responsibilities  placed  on  recruit- 
ers. Autonomy  and  time  management  are  critical  skills,  and 
not  ones  every  soldier  can  handle.  In  talking  with  hundreds 
of  recruiters  in  this  past  year,  I have  found  that  there  are 
many  different  personalities  when  trying  to  describe  the 
successful  recruiter.  Just  as  we  recognize  that  not  all 
prospects  want  the  same  things,  we  should  recognize  that 
not  all  recruiters  offer  our  story,  opportunities,  and  options 
in  the  same  way.  To  try  to  make  all  recruiters  fit  the  same 
mold  would  be  disastrous;  therefore,  the  successful 
manager  should  try  only  to  define  the  outcome  that  he  or 
she  wants,  then  step  back  and  let  the  successful  recruiters 
“do  it  his  way.”  Our  outcome  is  an  enlistment. 

Another  point  in  this  principle  is  that  directing  certain 
actions  “required  steps”  may  backfire.  Sometimes  required 
steps  get  in  the  way  of  our  desired  outcome,  such  as 
making  Red  Time  mandatory  but  not  really  looking  for 
enlistments  as  a result  of  X number  of  hours  making  cold 
calls.  Make  sure  you  define  your  desired  outcome! 
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The  third  principle  is  to  focus  on  strengths  and  manage 
around  weaknesses.  The  authors  say  the  successful 
manager  “must  let  workers  become  more  of  what  they 
already  are.”  They  postulate  that  you  can’t  “fix”  people, 
that  you  can’t  turn  non-talents  into  talents  just  by  making 
someone  work  harder.  Their  suggestion?  “Cast  for  talent,” 
they  say,  which  means  put  each  worker  in  a role  that  suits 
his  or  her  talents.  In  one  example,  the  authors  suggest 
placing  the  patient,  relationship-building  salesman  in  the 
territory  that  requires  careful  nurturing  and  the  aggressive, 
ego-driven  salesman  in  the  territory  that  needs  a fire  to  be 
lit  under  it. 

This  principle  should  be  of  interest  to  station  command- 
ers who  must  deal  with  a variety  of  personalities  and  work 
styles  every  day.  Just  as  it  is  true  that  not  all  recruiters 
have  the  same  level  of  experience,  so  too  it  is  true  that  not 
all  are  equally  talented  in  their  recruiting  ability.  The  smart 
station  commander  will  assess  each  recruiter’s  talents  and 
skills,  and  then  judge  accordingly  where  that  recruiter  can 
best  serve.  Pair  a weakness  with  a strength  to  make  a 
successful  recruiting  team,  if  necessary. 

The  authors  also  suggest  that  the  successful  manager 
does  not  need  to  treat  everyone  the  same  - just  as  their 
talents  are  different,  so  too  are  their  needs.  Some  require 
praise,  some  need  to  be  left  alone,  some  want  a structure 
that  requires  them  to  check  in  regularly,  some  want 
publicity,  some  a quiet  thanks.  Learn  to  understand  that 
each  one  is  unique  and  give  each  what  he  or  she  needs  to 
succeed. 

In  addition  to  these  principles  (the  authors  call  them 
“keys”),  the  authors  describe  four  performance  manage- 
ment characteristics  that  will  hone  their  own  skills  as 
managers  while  developing  those  they  manage.  First, 
practice  simplicity  - concentrate  on  what  to  tell  each 
employee  and  how  to  tell  them.  Second,  interact  frequently 
- meetings  don’t  have  to  last  long,  but  they  should  focus 
on  performance.  Third,  focus  on  the  future  - ask  where 
your  workers  want  to  go  and  discuss  with  them  how  to  get 
there.  Fourth,  self-tracking  - ask  your  workers  to  track 
their  own  performance  and  write  down  successes,  goals, 
and  discoveries  throughout  the  year. 

USAREC  is  a world-class  organization.  You  have 
already  shown  your  commitment  to  excellence  in  your 
superlative  performance  in  this  past  year.  Great  ideas  can 
help  fine-tune  our  performance.  Quality  enlistments  are  the 
outcome  we  seek. 

Be  all  you  can  be! 
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Several  weeks  ago  the  CG  and  I were  sitting  in  Washington 
National  Airport  waiting  for  the  departure  of  our  flight  back  to 
Louisville,  Ky.,  when  a young  man  approached  me.  He  saw  our 
uniform  and  just  wanted  to  let  us  know  he  was  on  his  way  to 
Fort  Knox,  Ky.,  for  basic  training.  I asked  him  several  questions 
and  found  out  he  met  his  recruiter  through  the  Internet.  This 
young  man  had  a GED,  had  only  been  in  the  DEP  for  a few 
weeks,  and  was  leaving  for  active  duty  as  a PV2.  I asked  him 
how  many  referrals  he  provided  his  recruiter.  He  told  me  none. 
He  was  actually  promoted  because  he  completed  the  soldier 
tasks  and  passed  the  APFT.  I was  surprised  to  find  the  recruiter 
had  so  quickly  implemented  USAREC  MSG  00-003  into  his  DEP 
Program.  I later  found  out  the  recruiter  had  once  been  a drill 
sergeant. 

Last  week  I was  standing  in  the  hall  outside  the  room  where 
our  recruiters  were  giving  testimony  to  the  Senate  Armed 
Services  Committee  in  Washington,  D.C.,  when  a young  lady 
approached  me  (it’s  amazing  how  the  uniform  can  get  the 
attention  of  people).  She  was  among  several  hundred  of  our 
nation’s  finest  high  school  students  selected  to  participate  in 
special  work  groups.  This  young  lady  was  also  in  the  DTP;  she 
was  excited  about  being  in  the  Reserve. 

She  attended  drills  regularly  and  would  prefer  missing  prom 
over  drill.  1 asked  her  if  she  had  been  promoted  yet.  She  said 
no.  She  didn’t  know  anyone  that  was  interested  in  joining.  1 
asked  her  when  she  had  decided  to  join.  She  answered,  “1 
didn’t  know  I wanted  to  until  my  recruiter  explained  how  the 
USAR  could  help  me  with  my  future  plans.”  That  was  my  point 
to  her.  I asked  her  how  often  she  saw  her  recruiter.  She  told  me 
occasionally,  at  the  high  school.  She  didn’t  know  about  the 
new  opportunity  for  promotion. 

These  stories  are  not  uncommon.  We  have  improved,  but  still 
need  to  work  on  the  DEP/DTP.  USAREC  Message  00-003  is  not 
intended  to  give  recruiters  an  alternate  means  of  promoting 
DEP/DTP  members  to  PV2.  It’s  to  assist  you  in  providing 
structure  to  a program  that  will  get  the  DEP/DTP  member 
promoted  two  grades  before  leaving  for  active  duty.  We  want  to 
work  on  soldier  tasks  and  referrals  simultaneously.  The  program 
then  reinforces  the  commitment  to  our  Army.  In  return  we  get  a 
highly  motivated  and  better  prepared  soldier.  Remember,  the 
success  of  your  DEP/DTP  program  is  not  based  solely  on 
whether  the  member  ships  to  basic  training.  That’s  a given.  A 
successful  program  includes  DEP/DTP  members  actively 
providing  referrals;  promotions  through  referrals  and  soldier 
tasks;  attendance  at  functions  and  whether  they’re  bringing 
guests;  and  CONAP  and  correspondence  course  enrollment. 

We’re  approaching  a critical  time  of  the  year.  A well- 
organized  DEP/DTP  will  make  the  difference  in  FY  00.  I know, 
because  I see  it  already. 

While  I still  have  page  space.  I’d  like  to  offer  a couple  of 
observations  from  this  last  round  on  unit  status  briefs. 

As  you  might  imagine,  production  is  up  from  first  quarter  FY 
99.  Volume  and  GSA  have  improved  for  both  RA  and  USAR  in 
every  brigade.  Prospecting  has  improved  slightly.  The  most 
significant  improvement  in  prospecting  is  in  grads.  Your  efforts 
have  allowed  us  to  keep  the  near  term  training  seats  filled.  We 
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are  1,100  accessions  ahead  through  February.  But  the  March 
through  May  challenge  is  ahead.  Now  is  the  time  to  take 
advantage  of  markets  of  opportunity.  Saturate  the  area  with 
local  advertising,  identify  community  and  school  activities,  and 
coordinate  assets  and  personnel  for  a well  planned  blitz. 

Conversions  to  79R.  This  is  everyone’s  business.  The 
station  is  USAREC’s  focal  point  and  the  station  commander  is 
the  center  of  gravity.  The  leadership  provided  makes  the 
difference.  We  want  to  convert  those  NCOs  with  the  skills  to 
lead,  train,  and  motivate  other  NCOs  to  success.  The  fact  is  we 
continue  to  convert  about  half  of  what  we  need.  Remember, 
success  breeds  success,  improves  morale,  and  causes  individu- 
als to  want  to  be  part  of  the  team.  Why  should  more  NCOs 
convert  in  one  battalion  than  another?  It’s  not  because  they  are 
better.  However,  it  may  be  because  they  are  better  lead,  trained, 
and  motivated  to  succeed.  Don’t  forget  DA  just  approved  the 
Zone  C SRB  as  an  additional  incentive  to  convert. 

Election  year.  This  means  voter  registration  will  have  high 
visibility.  Make  sure  you  have  all  the  current  material.  Use  this 
and  Selective  Service  Registration  as  a public  service  opportu- 
nity to  get  into  schools  and  community  activities. 

Stations  open  on  Saturdays.  We’ve  put  a lot  of  resources 
and  advertising  to  make  sure  Army  recruiting  stations  are  in  the 
right  locations.  Now  we  need  to  make  sure  they  are  open  when 
the  market  comes  to  us  on  their  days  off  Not  everyone  needs 
to  work  on  Saturday.  You  can  run  a duty  roster  and  compensate 
appropriately. 

Government  credit  cards.  This  too  is  everyone’s  responsibil- 
ity. Don’t  abuse  them.  The  processing  of  TDY  claims  contin- 
ues to  improve.  It  takes  two  to  three  weeks  to  process  a claim. 
Pay  the  bills  on  time.  Enough  said. 

Beginning  in  April,  the  Army  Recruiting  Course  expands  to 
seven  weeks  with  an  additional  week  for  AGR  recruiters  to  teach 
USAR  specific  programs. 

Promotion  to  SSG  and  SFC  are  still  conditional  upon  success- 
ful completion  of  BNCOC/ANCOC.  Be  prepared!  The  price  of 
failure  is  too  great. 

Last  but  not  least.  On  behalf  of  the  Commanding  General  and 
myself,  we  want  to  say  thanks.  We  know  the  hard  work  you’ve 
done.  We  know  the  dedication  you  have  for  the  Army.  We 
know  the  challenges  are  still  ahead.  But  most  of  all,  we  know 
you’re  up  to  the  task. 

Good  Recruiting!  23 
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Breaking  through  to  lead  the 
way:  Women  in  the  Army 
Reserve 

Commentary  by  LTC  Randy  Pullen 

(Army  News  Service)  — Remember 
the  old  saying:  “Behind  every  good  man 
is  a good  woman?”  In  today’s  Army 
Reserve,  that  good  woman  quite  often  is 
in  front  of  that  good  man  as  his  leader. 

It  took  a great  deal  of  hard  work  and 
dedication  to  reach  this  point  for  the 
women  of  the  Army  Reserve.  This  is  just 
a sampling  of  how  much  the  Army 
Reserve,  the  Army,  and  the  nation  have 
been  enriched  by  the  contributions  of 
these  citizen-soldiers. 

President  Harry  S.  Truman  signed  a 
milestone  piece  of  legislation  for  women 
in  the  military  when  he  penned  his  name 
to  the  Women’s  Armed  Services  Integra- 
tion Act  on  June  12,  1948.  Among  other 
things,  it  authorized  women  to  serve  in 
the  Organized  Reserves.  When  the 
Korean  War  began,  for  the  first  time 
women  reservists  were  called  to  active 
duty.  Like  their  male  Reserve  counter- 
parts, most  of  them  were  World  War  II 
veterans. 

Although  the  1948  law  was  landmark 
legislation  for  women  in  the  military,  it  did 
limit  their  numbers.  Only  two  percent  of 
the  enlisted  force  could  be  women; 
women  officers  were  kept  to  10  percent  of 
the  women’s  enlisted  strength.  Congress 
removed  this  restriction  in  1967  but  there 
were  few  Army  Reserve  women  until  the 
mid-1970s. 

On  July  1, 1972,  there  were  only  483 
Women’s  Army  Corps  - WAC  - soldiers 
in  USAR  units  and  281  in  the  Individual 
Ready  Reserve.  Other  women  in  Reserve 
status  served  in  the  Army  medical 
branches.  The  Chief,  Army  Reserve  at 
this  time,  MG  William  J.  Sutton,  directed 
that  Reserve  recruiters  work  to  increase 
the  number  of  women  in  the  Army 
Reserve.  Also  in  1972,  the  Reserve 
Officers  Training  Corps  was  opened  to 
women. 

Two  years  later,  there  were  6,669 
women  in  Army  Reserve  units.  By  1982, 
almost  39,000  women  were  in  USAR 
units,  16.4  percent  of  unit  strength. 

From  these  beginnings,  we  move 
ahead  to  where  we  are  now,  with  women 
being  full  and  integral  members  of  the 
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News  Briefs 

Army  Reserve.  More  than  50,000  women 
make  up  24.5  percent  of  the  Selected 
Reserve  today.  Clearly,  just  as  the  Army 
cannot  do  its  missions  without  the  Army 
Reserve,  the  Army  Reserve  cannot  do  its 
missions  without  its  women  citizen- 
soldiers. 

The  first  woman  to  achieve  general 
officer  rank  in  the  Army  Reserve  was 
Dorothy  B.  Pocklington.  She  was 
promoted  to  brigadier  general  June  30, 
1989,  becoming  Assistant  to  the  Chief, 
Army  Nurse  Corps,  for  Mobilization  and 
Reserve  Affairs. 

At  present,  there  are  five  female 
general  officers  or  promotable  colonels  in 
the  Army  Reserve  in  an  active  status. 
They  serve  as  deputy  commanders  of 
major  USAR  commands  or  as  senior  staff 
officers  at  Army  or  Department  of 
Defense-level  agencies. 

The  first  Army  Reserve  woman  to  win 
the  Army  Reserve  Drill  Sergeant  of  the 
Year  title  was  SFC  Teresa  Belles  of  the 
100th  Training  Division  in  1997.  That 
same  year,  SSG  Kim  Dionne  became  the 
US  Army  Reserve  Recruiter  of  the  Year. 

The  1999  Army  Reserve  Recruiter  of 
the  Year  was  also  a woman,  SFC  Elizabeth 
Green,  of  the  Los  Angeles  Recruiting 
Battalion. 

ILT  Ruthie  Bolton  was  the  first  Army 
Reservist  to  make  the  US  Olympic 
women’s  basketball  team  in  1996. 

Wherever  the  Army  Reserve  is  today, 
from  the  Balkans  to  Central  America,  from 
an  Army  Reserve  Center  in  New  Hamp- 
shire to  an  exercise  at  Fort  Bliss,  Texas, 
women  reservists  make  their  presence 
felt.  Sometimes  they  do  so  in  rather 
dramatic  fashion,  as  did  LTC  Jill 
Morgenthaler  in  Bosnia  a couple  of  years 
ago. 

She  took  the  kind  of  action  that  would 
make  any  fan  of  John  Wayne  or  Clint 
Eastwood  - or  Sigourney  Weaver  of  the 
“Alien”  movies  to  use  a female  action 
hero  - proud. 

When  a crowd  started  to  turn  threat- 
eningly toward  the  deputy  commander  of 
the  1st  Armored  Division,  Morgenthaler 
confronted  the  leader  of  the  troublemak- 
ers. She  told  him  that  if  he  did  not  calm 
down  his  followers,  she  would  shoot  him. 
She  did  not  pull  out  her  pistol.  The  look 
in  her  eyes  made  it  clear  that  she  meant 
what  she  said.  It  convinced  the  leader  of 
the  troublemakers;  he  ordered  the  others 


y 


to  back  off  and  the  incident  ended 
peacefully. 

Perhaps  that  is  not  the  “traditional” 
response  one  might  have  expected  from  a 
woman.  Women  in  the  Army  Reserve, 
however,  have  a way  of  making  their  own 
traditions.  They  did  in  the  20th  century 
and  they  are  doing  so  in  the  21st  century. 

Those  traditions  and  what  women 
citizen-soldiers  have  achieved  and 
continue  to  achieve  help  make  the  US 
Army  Reserve  - and  the  US  Army  - the 
best  in  the  world. 

(Editor’s  note:  Pullen  is  assigned  to 
the  Public  Affairs  and  Liaison  Directorate 
at  the  Office  of  the  Chief,  Army  Reserve.) 


April  promotion  figures,  cut- 
off scores  set 

by  Staff  Sgt.  Jack  Siemieniec 

WASHINGTON  (Army  News  Service) 
— Over  3,400  enlisted  soldiers  will 
advance  in  rank  April  1 according  to 
promotion  figures  released  last  week. 

Army  personnel  officials  said  there 
will  be  40  new  sergeants  major,  all 
promoted  from  the  October  1999  list.  A 
total  of  456  names  remain  on  the  roster. 

Also,  96  new  master  sergeants  will  pin 
on  their  rank.  They  are  all  from  the 
February  1999  list  and  448  names  remain 
from  that  list.  The  calendar  year  2000 
master  sergeant  selection  board  has  just 
completed  its  work  and  its  results  are 
scheduled  for  release  in  mid  April, 
according  to  US  Army  Total  Personnel 
Command  information. 

In  addition,  386  sergeants  first  class 
will  advance.  They  are  all  from  the  June 
1999  list  and  3,046  names  remain.  The 
sergeant  first  class  selection  board  for 
this  year  is  scheduled  to  convene  May 
31,  with  results  posted  in  early  August. 

In  addition,  940  soldiers  will  pin  on 
staff  sergeant  rank,  out  of  over  20,000 
eligible  sergeants  from  the  promotion 
standing  list.  Finally,  1,975  soldiers  will 
be  promoted  to  sergeant,  from  a list  of 
9,300  eligible  specialists  and  corporals. 

Cut-off  scores  per  military  occupa- 
tional specialty  were  released  today  and 
can  be  accessed  at  http://www- 
perscom.army.mil/select/enlcutof.htm. 

The  total  figure  of  3,400  is  about  400 
more  than  advanced  in  March. 
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AGR  Management 

The  AGR  Management  Division 
mission  is  to  direct,  supervise,  and 
coordinate  the  personnel  management  of 
over  1 30  AGR  officers  and  1 ,800  enlisted 
soldiers  attached  to  the  United  States 
Army  Recruiting  Command,  to  include 
the  processing  of  USAR  enlisted 
applications  for  attachment  to  AGR 
recruiting  positions.  Currently,  the  AGR 
recruiter  hiring  program  is  transitioning 
from  USAREC  to  the  USAR  and  should 
be  fully  implemented  by  Oct.  1 , 2000. 
After  this  date,  this  Division  will  only 
coordinate  placement  of  newly  assigned 
AGR  recruiters. 

The  Division  is  divided  into  the 
Personnel  Management  Branch  and 
Strength  Management  Branch.  The 
purpose  of  the  PMB  is  to  manage  and 
assign  soldiers  to  achieve  the  highest 
possible  readiness.  The  SMB  function  is 
to  provide  statistical  data  management, 
processing  all  relief  actions,  and  process- 
ing USAR  enlisted  AGR  Recruiter 
applications. 

The  Division  now  has  an  active 
intranet  site  designed  to  assist  the 
command  with  day-to-day  AGR  unique 
actions  and  provide  the  command  and 
individual  soldiers  with  current  informa- 
tion. You  can  locate  them  on  the 
USAREC  Intranet  Home  Page  by  clicking 
directories,  headquarters,  personnel,  and 
AGR  Management  (http://hq.usarec. 
army,  mil/per/agr/).  Take  time  to  visit 
and  forward  any  questions  or  comments 
to  their  webmaster. 

The  staff  of  the  AGR  Management 
Division  provides  support  for  command- 
ers and  AGR  soldiers  attached  to 
USAREC.  Contact  them  at  (502)  626-0204 
or  1-800-223-3735,  ext  60204. 

Connecting  at  the 
Employment  Office 

In  Pace,  Fla.,  Army  recruiters  have 
been  capitalizing  on  the  Florida 
Workforce  and  Employment  Opportunity 
Center  to  enhance  their  mission  success. 
SEC  Melvin  Wamock  spoke  to  the 
center’s  director  and  asked  to  work  with 
them.  Recruiters  were  not  only  provided 
office  space,  but  the  center  also  refers 
everyone  between  the  ages  of  17  and  34 


to  the  recruiters.  Granted,  many  are 
neither  qualified  nor  interested  in  the 
military,  but  over  the  last  three  months. 
Pace  recruiters  developed  1 3 leads, 
resulting  in  three  contracts. 

Recruiters  normally  man  a desk  at  the 
center  on  Mondays  and  Wednesdays, 
because  those  are  the  centers  heaviest 
days  of  the  week  for  traffic.  The  connec- 
tion with  the  center  has  turned  into  a 
positive  source  of  leads,  and  the  center 
gets  credit  for  any  of  the  people  who 
enlist.  It’s  a win-win  situation  for 
everyone. 

New  rules  covering 
nametapes  and  rank  on 
GorTex  parka 

(Army  News  Service)  - A change  in 
regulations  standardizes  the  size  and 
type  of  cloth  nametapes  and  ranks 
authorized  for  the  extended  cold  weather 
clothing  system  parka. 

The  change  to  Army  Regulation  670- 1 
applies  to  regular  Army,  National  Guard 
and  Reserve  soldiers  wearing  the  ECWCS 
parka,  more  commonly  called  “GorTex” 
among  the  ranks. 

According  to  new  Army  guidance, 
nametapes  attached  to  the  ECWCS  will  be 
1 /2-inch  wide  and  3 1 /2-inches  long,  with 
1/4  -inch  block  lettering.  The  nametapes 
will  hold  up  to  14  characters  and  be 
attached  to  the  pocket  flap  on  the  left 
side  of  the  parka,  only. 

Cloth  insignias  of  grade  with  velcro 
fasteners  are  no  longer  authorized  for 
wear.  The  only  authorized  cloth  rank 
insignias  are  those  that  are  sewn  closed 
(like  shoulder  bars).  The  loops  slip  over 
the  front  tab  of  the  parka  the  same  way 
that  shoulder  boards  slip  over  the 
epaulets  on  the  green  shirt  and  sweater. 
Soldiers  may  use  pin-on  insignias  of 
grade  if  they  desire. 

The  new  size  nametape  and  closed- 
loop  cloth  insignias  of  grade  are  available 
in  Army  military  clothing  sales  stores. 
After  Sep.  30,  2000,  no  other  sizes  of 
nametapes  will  be  authorized  for  wear  on 
the  ECWCS  parka. 

The  above  information  covering  the 
wear  on  nametapes  and  cloth  rank 
insignia  on  the  ECWCS  parka  will  be 
included  in  the  next  revision  of  AR-670- 1 . 


Soldiers  to  get  civilian  eye- 
glass frames 

by  SSG  Betty  Thompson 
Europe  Regional  Medical  Command 

(Army  News  Service) -The  Army  is 
implementing  a new  program  so  active 
duty  soldiers  will  no  longer  have  to  pay 
out  of  pocket  for  a pair  of  civilian  glasses. 

The  Army  “Frame  of  Choice”  program 
will  let  .soldiers  choose  a civilian-style 
frame  for  one  of  their  two  pairs  of  military- 
issue  glasses. 

Already  in  operation  in  Europe,  the 
program  is  being  phased  in  across  the  rest 
of  the  Army  in  the  coming  months. 

Those  eligible  are  active  duty  person- 
nel, reserve  components  on  active  duty 
(other  than  training),  and  National  Guard 
members  on  a “call”  longer  than  30  days 
(not  including  training).  Military  retirees 
are  not  eligible  for  the  FOC  program. 

This  program  is  being  implemented 
Army-wide  after  a successful  response 
from  1 St  Armored  Division  personnel 
during  the  pilot  effort  this  past  summer. 
During  the  pilot  program,  these  soldiers 
received  their  civilian  frames  in  Army 
health  clinics  in  Bad  Kreuznach,  Hanau, 
Baumholder,  Dexheim,  and  Friedberg,  in 
Germany. 

Although  the  choice  of  a civilian  frame 
will  not  eliminate  standard-issue  frames,  it 
will  give  soldiers  another  incentive  to  wear 
their  glasses  - one  pair  for  daily  wear  and 
another  for  the  field,  said  MAJ  Donovan 
Green,  chief  of  the  optical  division  at  the 
Army  Medical  Materiel  Center-Europe  in 
Pirmasens.  Green  started  the  pilot  program 
in  two  of  the  five  clinics. 

The  FOC  frames  are  unisex,  come  in 
various  wire-rim  styles,  and  in  different 
colors  such  as  gold,  pewter,  black,  plum, 
and  rose.  As  for  the  FOC  lenses,  the 
general  policy  is  no  tinting  or  special 
coatings. 

Patients  can  normally  expect  to  get  their 
glasses  within  one  week  after  getting  fitted 
at  their  local  clinic.  This  includes  bifocals 
and  trifocals.  Special  order  prescriptions 
may  take  longer. 

Green  said  soldiers  are  entitled  to  one 
pair  of  FOC  glasses  per  year. 

It  is  estimated  that  the  FOC  program  will 
cost  about  $1 .2  million  a year.  The  FOC 
frames,  on  average,  cost  $10  more  per  pair 
than  the  standard-issue  frames. 
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Selective  reenlistment  bonus 
for  MOS  79R  - recruiter 

Selective  reenlistment  bonus  for  MOS 
79R  - recruiter. 

Presently  there  are  two  SRB  zones.  A 
zone  B and  zone  C.  The  following  are 
requirements  for  both  zones: 

(a)  Detailed  recruiters  are  encouraged 
to  reclassify  into  MOS  79R  if  they  meet 
the  requirements  for  reclassification. 

Once  reclassified  into  MOS  79R,  they 
may  receive  an  SRB  as  indicated  in  the 
SRB  message  99-03  (for  the  zone  B)  and 
SRB  message  00-03  (for  zone  C)  provided 
otherwise  qualified. 

(b)  Soldiers  eligible  to  reclassify  and 
reenlist  with  bonus  entitlement  may 
reenlist  regardless  of  their  reenlistment 
window.  Any  time  remaining  on  an 
existing  contractual  service  agreement 
will  count  as  previously  obligated  service 
(soldier  will  not  be  paid  for  that  portion) 
for  bonus  computation,  whether  or  not  a 
soldier  had  received  a bonus  for  that 
period.  Note:  these  are  soldiers  who  do 
not  currently  hold  79R  as  their  PMOS. 

(c)  Soldiers  that  presently  hold  PMOS 
79R  must  be  in  the  12-month  reenlistment 
window  or  have  a service  remaining 
requirement. 

The  eligibility  requirements  to  receive 
the  B zone  SRB  are  as  follows: 

(a)  Completed  at  least  6 but  not  more 
than  10  years  of  active  service  (including 
ADT)  on  the  date  of  discharge. 

(b)  Reenlist  in  the  active  Army  for  at 
least  three  years. 

(c)  Total  of  at  least  10  years  of  active 
service  when  the  term  of  reenlistment  is 
added  to  existing  active  service. 

(d)  Not  previously  received  a Zone  B 
SRB. 

(e)  Serving  in  the  grade  of  sergeant  or 
higher  at  the  time  of  reenlistment. 

The  eligibility  requirements  to  receive 
the  C zone  SRB  are  as  follows: 

(a)  Completed  at  least  10  but  not  more 
than  14  years  of  active  service  (including 
ADT)  on  the  date  of  discharge. 

(b)  Reenlist  in  the  active  Army  for  at 
least  3 years. 

(c)  Total  of  at  least  14  years  of  active 
service  when  the  term  of  reenlistment  is 
added  to  existing  active  service. 

(d)  Not  previously  received  a Zone  C 
SRB. 

(e)  Serving  in  the  grade  of  sergeant  or 
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higher  at  the  time  of  reenlistment. 

To  calculate  the  bonus  amount  for 
both  zones  take  basic  pay  x the  SRB 
multiplier,  divide  by  12  (to  get  the 
monthly  $ amount)  x # of  additional 
months  you  reenlist  for,  minus  prior 
obligated  service  (time  remaining  be- 
tween date  of  discharge  and  present 
ETS). 

A 50  percent  payment  of  the  SRB  will 
be  paid  upon  reenlistment  and  the 
remaining  50  percent  paid  in  equal  annual 
installments  each  anniversary  of  the 
reenlistment 

Note:  A zone  C SRB  will  not  be  paid 
for  any  active  Federal  service  beyond  16 
years. 

Change  of  Retention  Control  Point 
(RCP)forSFC: 

Effective  1 March  2000,  the  RCP  for 
SFC  is  changed  from  22  years  active 
federal  service  to  24  years  AFS. 

Questions  pertaining  to  this  message 
should  be  directed  to  your  Brigade  Career 
Counselor.  Point  of  contacts  are  listed 
below: 

HQ  USAREC,  MSG  Henry,  DSN  536- 
0203/Comm  (502)  626-0203 

1st  Recruiting  Brigade,  MSG  Holmes, 
DSN  923-27 10/Comm  (301 ) 677-2710, 
ext.2246 

2nd  Recruiting  Brigade,  MSG  Leon, 
DSN  797-3264/Comm  (404)  361-8428 

3rd  Recruiting  Brigade,  SSG 
Lamberton,  DSN  536-0758/COMM  (502) 
626-0758 

5th  Recruiting  Brigade,  MSG 
Middlebrooks,  DSN471-0089/COMM 
(210)221-0089 

6th  Recruiting  Brigade,  SFC 
Schoolfield,  COMM(702)  639-2015 

TRICARE  Help  E-mail  Service 

There  is  a relatively  new  service 
designed  to  assist  all  TRICARE  benefi- 
ciaries. TRICARE  Help  E-mail  Service 
works  by  allowing  individuals  with 
access  to  a computer  at  work  or  at  home 
to  e-mail  their  their  TRICARE  questions, 
issues,  or  concerns  to  the  following 
address:  TRICARE_Help@amedd.army. 
mil  where  we  have  experts  on  staff  to 
answer  their  questions  and  pass  on  their 
comments.  We  handle  everything  from 
basic  TRICARE  information  to  individual 
TRICARE  issues,  including  claims 
issues.  Issues  beyond  our  control,  such 
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as  political/policy  changes  are  routed  to 
the  appropriate  agency  for  their  com- 
ments. We  track  each  and  every  e-mail  we 
receive  to  ensure  all  correspondence  is 
answered  promptly  and  accurately. 

Listed  below  is  additional  information 
about  THEMS. 

* What  is  TRICARE  e-mail  help? 

TRICARE  e-mail  help  is  the  Army’s 

free  service  designed  to  get  you  quick 
answers  to  any  TRICARE  question. 
Whether  you  are  looking  for  basic 
TRICARE  information  or  have  a more 
difficult  issue  involving  TRICARE,  there 
is  one  address  where  people  are  standing 
by  to  assist  you. 

* Who  will  answer  my  mail? 

You  will  receive  an  initial  response 

from  our  professional  administrative 
staff  within  one  business  day.  This  initial 
response  will  let  you  know  which 
TRICARE  expert  has  been  assigned  to 
help  answer  your  question.  Our 
TRICARE  experts  work  at  Army  hospi- 
tals, the  TRICARE  Management  Agency, 
at  the  US  Army  Medical  Command/Office 
of  the  Army  Surgeon  General,  and  for  the 
Assistant  Secretary  of  Defense  for 
Health  Affairs. 

If  it  has  to  do  with  TRICARE,  we  have 
the  people  who  can  answer  your  ques- 
tion. No  matter  what  part  of  TRICARE 
your  e-mail  pertains  to,  we  will  keep  your 
personal  information  confidential. 

* When  will  I receive  a reply? 

Once  your  inquiry  reaches  one  of  our 
experts,  we  will  get  you  an  answer  fast! 

In  some  cases,  our  expert  can  resolve 
your  issue  the  same  day.  With  more 
difficult  issues,  you  can  expect  at  least  a 
preliminary  response  in  a week. 

* Where  can  I use  the  help  address? 

Our  e-mail  address  can  be  reached 

from  any  computer  that  is  connected  to 
the  Internet.  You  can  easily  reach  us  at 
work,  at  home,  or  from  anywhere  else.  It 
is  perfectly  acceptable  to  e-mail  us  from 
your  DOD  computer  at  work. 

* How  does  the  system  work? 

Our  e-mail  help  system  uses  the  speed 
and  efficiency  of  the  Internet  to  send 
your  inquiry  directly  to  our  TRICARE  E- 
mail  Help  staff  center.  Once  it  arrives 
there,  our  professional  administrative 
staff  consults  their  list  of  TRICARE 
experts  and  forwards  your  mail  to  the 
expert  who  is  responsible  for  your 
concern.  We  track  each  and  every  piece 
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of  mail  to  make  sure  all  mail  is  answered 
quickly  and  professionally. 

Our  experts  respond  directly  to  you! 

If  you  have  additional  questions  or  need 
more  help,  they  are  only  a click  away. 
Each  inquiry  and  response  is  filed  so 
that  you  can  always  write  to  us  again 
and  ask  for  more  help  on  the  same  issue. 

Women’s  History  Month 

March  is  Women’s  History  Month. 
Important  dates  of  events: 

1901  - Dita  H.  Kinney  appointed  first 
Superintendent,  Army  Nurse  Corps. 

1968  - SGM  Yzetta  Nelson  becomes 
first  woman  promoted  to  Command  SGM. 

1976  - US  Military  Academy  accepted 
1 19  women  for  admission  as  class  of 
1980. 

1991  - Army  MAJ  Marie  T.  Rossi,  the 
only  woman  pilot  killed  in  Gulf  War, 
interred  at  Arlington  National  Cemetery. 

1996  - SGT  Heather  Johnson  becomes 
first  woman  to  stand  watch  at  the  Tomb 
of  the  Unknows,  Arlington  National 
Cemetery. 

1997  - MG  Claudia  J.  Kennedy,  DCS/ 
Intelligence,  is  nominated  by  President 
Clinton  as  Army’s  first  woman  3-star 
general. 

Evaluate  recruiter’s  internet 
prospecting  technique 

Evaluate  recruiter’s  ability  to  utilize 
the  world  wide  web  as  a prospecting  tool. 

- Utilizes  WWW  search  utilities  in  the 
identification  and  listing  of  all  available 
WWW  pages,  documents,  or  other 
pertinent  resources  which  provide  access 
and  information  regarding  local,  appli- 
cable, institutions  of  learning,  clubs, 
organizations,  businesses,  persons,  etc. 

- Periodically  reviews  identified 
WWW  resources  to  identify  and 
subsequently  approach  potential 
prospects/COI/VIP. 

- Identifed  WWW  resources  include 
those  web  sites,  identified  by  online 
searches,  referrals  and  advertisement,  as 
having  some  quantifiable  prospecting 
value. 

- WWW  resources,  of  value  to  the 
recruiter,  include  a wide  gamut  of  online 
material.  High  school/college  pages, 
business  directories,  government  agency 
sites,  personal  pages,  sports  calendars, 
community  events,  social  activities  and 


so  on.  Typical  web  sites  of  this  variety 
include  POCs,  names  of  interest,  activi- 
ties of  community/school  significance, 
graduation  dates,  police  arrests,  social 
“in  the  loop’’  information,  etc.  The  range 
of  available  information  is  limited  only  by 
the  recruiter’s  imagination. 

- Telephonically  contacts  identified 
leads  and  utilizes  telephone  prospecting 
techniques  in  the  securing  of  a sched- 
uled appointment/sales  interview. 

- Conducts  “hot  knocks”  (unan- 
nounced house  calls)  in  the  approach 
and  interviewing  of  identified  leads. 

- Integrates  identified  COI/VIP  into 
area  canvass  plans  in  the  cultivation  of 
community  support  of  recruiting  efforts. 

- Generates  leads  referrals  from  known 
community  leaders,  business  owners, 
educators,  etc.,  by  utilizing  personal 
interaction  skills,  telephonic  contact,  and 
electronic  mail. 

- Maintains  known  WWW  resources 
in  a favorites/bookmarks  folder  (In 
Netscape  Communicator:  Clicks 
BookmarkslAdd  Bookmark  from 
toolbar)  and  ensures  bookmarks  are 
backed  to  applicable  storage  media 
(floppy  disks,  servers,  etc.). 

Evaluate  recruiter’s  ability  to  utilize 
electronic  mail  as  a prospecting  tool. 
(Note:  Under  no  circumstances  will 
Internet  resources  be  utilized  in  the 
“mass  mailing”  of  prospecting,  or  other, 
recruiting  material  “spamming.”) 

- Initiates  electronic  mail  contact. 

- Solicits  electronic  mail  addresses  as 
a routine  element  of  all  prospecting. 

- Utilizes  electronic  mail  as  a profes- 
sional correspondence  tool  in  contacting 
all  identified  leads/COI/VIR  (Note: 
Utilization  of  electronic  mail  is  typically 
most  appropriate  when  a phone  number 
or  address  is  unattainable.  Electronic 
mail  may,  in  many  cases,  be  the  only 
communication  medium  available.) 

- Initiates  first-time  contact  with 
simple  introduction,  highlights  of  current 
Army  opportunities  and  contact  informa- 
tion. 

- While  many  ideas  may  surface  as  to 
the  “best  approach,”  consider  including 
the  following: 

- A highlighting  of  current  Army 
opportunities  matched  against  known,  if 
any,  blueprinting  information. 

- The  name,  phone  number  and 
address  of  the  recruiter/recruiting  station. 


- A request  for  blueprinting  informa- 
tion. Use  open-ended,  fact-finding 
(probing)  questions  much  like  a tele- 
phonic prospecting  call. 

- Recruiter  signature  blocks  should 
always  include  a hyperlike  to  the  Army 
Tour  (type:  http://www.goarmy.coin/ 
under  the  recruiter’s  name)  offering 
information,  tours,  and  a wide  variety  of 
freely  downloadable  promotional  items 
(i.e.,  screen  savers,  pictures,  etc.). 

- Follows  up  on  all  electronic  mail 
responses  ensuring  continued  access/ 
communication  with  leads/COI/VlP. 

- Gleans  all  correspondence  for 
blueprinting  information  and  updates 
applicable  documents/databases 
accordingly. 

- Appropriately  responds  to  electronic 
mail  inquiries  and/or  comments. 

- Presents  a professional  Army 
appearance  by  offering  accurate, 
applicable,  information. 

- Offers  known  facts,  not  perceived 
opinions,  when  giving  specific  Army 
information. 

- Offers  alternate  sources  of  informa- 
tion such  as  known  WWW  addresses 
(i.e.,  http://www.goarmy.coiTi/). 

-Provides  a response  that  is  untainted 
by  poor  grammar,  opinion,  or  other 
inappropriate  information. 

- Communicates  a desire  for  further 
contact  in  the  way  of  phone/address 
information  or  a request  for  a personal 
interview/meeting. 

- Does  not  spell  out  the  entirety  of  a 
sales  interview  leaving  open  the  opportu- 
nity for  further  communication.  Leaves 
the  prospect  with  a need  to  speak 
personally  with  an  Army  recruiter. 

- It  is  imperative  that  a copy  of  all 
correspondence  be  kept  since  e-mail  can 
be  altered  by  the  end  user. 

RJ  News 

Due  to  print  specifications,  our  printer 
mails  an  envelope  of  five  copies  of  each 
issue  to  every  Army  recruiting  station.  If 
you  are  not  receiving  your  copies  (or  need 
more),  please  send  an  e-mail  to: 
Kathleen.Welker@  usarec.army.mil 
- or  phone  us  at  (502)  626-01 77. 

Correction:  Traverse  City  (Great  Lakes 
Bn)  should  have  been  listed  on  the  inside 
back  cover  of  the  last  issue  as  3d  Brigade’s 
TOP  LPSC.  Good  work.  Traverse  City! 
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Pro  Talk 


/ 


Features  and  Benefits 

Painting  a word  picture 


By  MSG  Danny  W.  Free 
Training  and  Plans  Directorate 

The  first  two  steps  of  the  sales  cycle  are  establishing 
rapport  and  determining  needs  and  interest.  These  two 
steps  are  very  important;  together  they  gather  the  informa- 
tion necessary  to  enter  the  next  and  most  critical  step  of  the 
sales  cycle,  the  presentation  of  features  and  benefits. 

This  critical  step  is  designed  to  confirm  and  satisfy  your 
prospect’s  needs  and  interests,  by  presenting  facts,  evi- 
dence, and  benefits.  When  done  correctly,  it  will  convince 
your  prospect  that  you  can  satisfy  their  needs  and  desires. 
This  step  is  critical  to  the  sales  presentation  and,  if  done 
properly,  will  overcome  many  objections.  The  more  alive 
and  personalized  you  make  your  presentation  the  better 
your  prospect  will  understand  it  and,  consequently,  make  an 
intelligent  decision. 

This  brings  us  to  the  purpose  of  this  article,  painting 
word  pictures.  Most  successful  sales  organizations  to 
include  USAREC,  employ  sales  aids,  i.e.,  ARISS,  Sales 
Book,  and  RPIs.  Sales  aids  not  only  reinforce  a sales 
representative’s  presentation  but  also  help  the  customer 
visualize  themselves  using  their  product.  More  importantly, 
sales  aids  give  the  sales  representative  a starting  point  to 
begin  painting  word  pictures,  for  example,  “John,  put 
yourself  in  that  picture,’’  and  then  relate  a personal  story 
making  sure  the  prospect  is  included.  What  better  way  to 
illustrate  your  presentation  than  to  put  the  prospect  right  in 
the  picture  with  you?  Make  them  a part  of  your  story.  This 
is  where  you  can  use  first-hand  experiences  to  present 
evidence  and  show  benefits.  It  keeps  the  sales  interview 
interesting  and  the  prospect  interested. 

Today’s  computers  and  software  have  taken  sales  aids  to 
a new  dimension.  Features  and  benefits  now  come  alive  on 
a video  screen  while  sitting  in  a prospect’s  home.  Technol- 
ogy, in  this  instance,  is  good;  however,  it  keeps  at  a 
distance  that  needed  rapport  with  the  prospect.  Don’t  get 
me  wrong,  ARISS  and  the  sales  book  are  good  aids; 
however,  keep  in  mind,  they  are  only  aids.  They  must  only 
be  used  as  originally  intended,  to  support  the  sales  presenta- 
tion. It’s  your  word  pictures  the  prospect  will  remember, 
not  the  words  of  an  actor  eloquently  reading  a script  on  a 
video  disk.  Often  times  it’s  your  personal  experiences, 
through  word  pictures,  that  will  give  the  prospect  his  or  her 
first  view  of  the  Army  and  how  they  will  fit  in. 

Did  you  ever  have  something  in  your  possession  you 
didn’t  really  know  how  to  use  and  when  you  found  out 
how  to  use  it,  didn’t  know  how  you  got  along  without  it?  I 
believe  the  word  picture  is  one  of  those  things.  I’m  going  to 


show  you  how  to  define  and  use  an  ability  you  already  possess. 
The  following  example  shows  a feature  presented  without  a 
word  picture,  “So  John,  adventure  seems  to  be  the  most 
important  thing  you  desire  out  of  an  Army  enlistment.  Maybe 
you  qualify  for  the  airborne  option.’’ 

Now  the  same  feature  with  a word  picture:  “So  John, 
adventure  seems  to  be  the  most  important  thing  you  desire 
out  of  an  Army  enlistment.  John  if  you  are  looking  for 
adventure,  to  me  there  is  nothing  more  exciting  than 
standing  in  the  door  of  a C- 141,  looking  down  at  the  jump 
zone,  hearing  and  feeling  the  roar  of  the  engines,  the  wind 
howling  through  your  helmet,  and  your  heart  pounding  in 
your  chest  waiting  for  the  jump  master  to  yell  go!  During 
that  brief  moment  of  free  fall  and  the  jarring  pull  as  your 
chute  opens,  is  that  the  kind  of  adventure  you’re  looking 
for,  John?” 

Can  you  see  how  the  word  picture  put  John  in  that 
airplane  and  led  to  an  emotional  close?  That’s  exactly  the 
result  you  want. 
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Just  to  show  you  word  pictures  work  with  any  feature,  let’s 
try  money  for  college.  The  following  example  is  without  a 
word  picture. 

“Cynthia,  what  you’re  telling  me  is,  money  for  college  is 
the  most  important  thing  you  desire  from  an  Army  enlist- 
ment. Maybe  you  can  qualify  for  the  $50,000  Army  College 
Fund.” 

Now  the  same  feature  with  a word  picture. 

“Cynthia,  what  you’re  telling  me  is,  money  for  College  is 
the  most  important  thing  you  desire  out  of  an  Army  enlist- 
ment. You  know,  most  young  people  like  yourself  either 
can’t  afford  college  or  at  best  go  in  debt  for  a long  period  of 
time.  What  you  are  looking  at  here,  Cynthia,  is  receiving  up 
to  $50,000  of  debt-free  money,  to  be  used  by  you,  to  attend 
any  course  of  study  in  any  college  or  university  you  desire. 
Can’t  you  see  yourself  driving  a new  car  that  you  bought 
while  serving  your  country  and  pulling  up  to  your  university 


with  all  expenses  paid,  not  having  to  worry  about  lab  fees, 
books,  and  tuition?  Where  the  only  thing  you  have  to  worry 
about  is  studying  for  your  college  degree,  while  most  young 
men  and  women  have  to  get  a part-time  job  or  go  into  debt 
for  years.” 

Notice  how  I painted  her  into  a negative  picture,  then 
took  her  out  by  painting  her  with  $50,000  of  debt-free 
money  for  college  which  led  to  a natural  close. 

Cynthia’s  picture  would  have  been  more  effective  if  her 
course  of  study  and  desired  university  were  known. 
Remember,  once  the  dominant  buying  motive  has  been 
identified,  it’s  important  to  continue  probing.  It  will  supply  you 
with  the  information  needed  not  only  to  paint  a good  feature 
and  benefits  picture,  but  to  effectively  close  the  sale. 

As  stated  earlier,  we  all  possess  the  ability  to  paint  word 
pictures,  so  why  not  give  it  a try?  Use  the  examples  in  this 
article  as  a guide,  and  develop  your  own  word  pictures  based 
on  your  personal  experiences.  Then 
incorporate  them  into  the  features  and 
benefits  portion  of  your  sales  presentation 
or  anywhere  for  that  matter.  At  the  very 
least,  word  pictures  will  keep  the  attention 
of  your  prospect  and  make  your  presenta- 
tion more  personalized.  Remember,  you 
are  dealing  with  young,  impressionable 
people,  and  believe  it  or  not,  they  respect 
you  and  want  to  be  like  you.  Make  them  part 
of  your  sales  presentation,  and  when  they 
leave  your  office,  whether  they  join  or  not, 
they  should  feel  they’ve  made  a new  friend. 

It’s  very  important  to  keep  in  mind  that 
word  pictures,  and  other  suggestions  for 
that  matter,  are  not  in  themselves  cure-alls 
for  weak  sales  presentations.  They  will  only 
work  when  used  in  conjunction  with  a good 
sales  presentation.  So  it’s  important, 
especially  for  you  new  recruiters,  to 
practice  your  sales  presentations  and  then 
try  some  of  these  suggestions. 

It’s  simple  suggestions  like  these  that 
can  give  you  the  edge  and  make  you  the 
successful  recruiter  you  want  to  be.  I can 
picture  it  now.  There  you  are  at  the 
USAREC  annual  awards  banquet  standing 
between  the  CG  and  CSM,  proudly  accept- 
ing the  award  for  recruiter  of  the  year... 
there  I go  again,  painting  word  pictures. 
Good  Recruiting!!! 

Comments  and  suggestions  for  future 
articles?  Contact  MSG  Free,  Training  and 
Plans  Directorate;  (502)  626-1442. 
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Chaplain 

otivationa! 


Do  you  know  someone  who  is 


's 

Notes 

defensive? 


by  Chaplain  (LTC)  Jim  Stephen 
USAREC  HQ 


Someone  once  said  that  all  a lion  is, 
is  a kitten  in  a comer.  In  fact,  you  can 
comer  almost  anyone,  and  he’ll  start  to 
roar.  Much  of  the  anger,  pride,  harsh- 
ness, and  self-seeking  between  people  is 
just  a disguise  for  hurt  feelings  or 
insecurity.  Someone  has  found  himself  in 
a comer,  where  he’s  not  happy.  He’s  put 
up  his  defenses  to  protect  himself. 


Where  there  is  defensive  behavior,  harmony  is  broken.  We 
see  it  between  parent  and  child,  when  the  child  seems  unreach- 
able, defiant.  We  see  it  between  siblings,  when  one  seeks  to 
outdo  the  other.  We  see  it  between  colleagues  at  work,  when 
progress  is  stymied. 


Nothing  good  comes  from 
defensive  behavior.  It  makes 
creativity  impossible.  It  absorbs 
our  best  energy. 

But  we  don’t  have  to  be  victims 
of  the  defensive  behavior  of 
others.  We  can  help  to  create  an 
environment  that  lowers  defenses, 
where  people  are  free  to  come  out 


Nothing  good  comes  from 
defensive  behavior.  It  makes 
creativity  impossible.  It  absorbs 
our  best  energy. 


of  their  comers.  We  can  be  someone  with  whom  others  do  not 
need  to  protect  themselves. 

Here  are  five  suggestions  for  lowering  defensive  behavior: 

First,  we  can  cease  evaluations  and  judgment  of  others.  If 
someone  cannot  be  free  to  be  himself  around  us,  no  wonder  he 
is  defensive.  Children  who  cannot  listen  to  their  parents  may 
have  already  been  told  too  many  times  that  they  don’t  measure 
up. 

Second,  we  can  stop  our  controlling  behavior.  We  cannot 
manipulate  everyone  to  adopt  our  way  of  thinking.  Someone 
who  cannot  think  freely  around  us  will  become  defensive. 

Third,  we  cannot  be  neutral  around  people.  Not  caring  for 
them,  letting  them  walk  by  us  with  their  needs  unnoticed, 
communicates  the  message,  “I’m  not  concerned  about  you.  You 
mean  nothing  to  me.” 

Fourth,  we  cannot  act  superior  to  someone  and  not  engender 
defensive  behavior.  No  one  likes  to  be  intimidated.  No  one 
likes  to  be  told  that  someone  else  is  more  important. 

And  finally,  fifth,  we  must  beware  of  acting  with  the  self- 
confident  certainty  that  suggests  to  everybody  else,  “I’m  right, 
and  you’re  wrong.” 

We  sometimes  label  defensive 
behavior  as  something  else.  We  call 
the  defensive  person  bitter  or  angry. 

We  believe  that  we  are  being 
unfairly  attacked.  If  we  look  more 
deeply,  we  may  have  played  a part 
in  creating  the  lion  who  is  roaring 
at  us.  With  these  suggestions,  we 
may  be  able  to  transform  the  lion 
back  into  a kitten. 
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History  of  the  Buffalo  Soldiers 


by  SFC  Aden  C.  Davidson 
Kansas  City  A&PA 

Recruiting  took  on  a whole  new 
challenge  just  16  months  after  the  end  of 
the  Civil  War,  when  on  July  28,  1866,  an 
act  of  Congress  established  the  first  all- 
black units  in  the  peacetime  Army.  Six 
regiments  of  “coloreds”  were  authorized 
to  be  raised;  the  9th  and  10th  Cavalry, 
the  38th,  39th,  40th  and  41st  Infantry. 

Three  years  later  the  infantry  units 
were  reorganized  into  two  regiments,  the 
24th  and  25th  Infantry,  with  all  regi- 
ments serving  at  various  posts  in  the 
sparsely  populated  territory  of  the 
American  West.  Two  of  the  most  famous 
units,  the  9th  and  10th  Cav,  came  into 
existence  at  Greenville,  La.,  and  Fort 
Leavenworth,  Kan.,  respectively. 

The  Army  opened  its  initial  recruiting 
office  for  the  black  units  in  New  Orleans 
on  Aug.  3,  1866,  followed  by  another 
office  in  Louisville,  Ky.,  later  that  year. 
Recruiters,  like  most  of  the  Army,  had 
little  respect  for  these  units;  however, 
they  filled  the  ranks  quickly.  Most  black 
recruits  were  Civil  War  veterans  coming 
from  Louisiana,  Virginia,  South  Caro- 
lina, Kentucky,  and  Texas,  who  enlisted 
for  five  years  at  $13.00  a month,  plus 
room,  board,  and  clothing. 

These  men,  lacking  a place  to  go  or 
skills  to  support  themselves,  joined 
hoping  to  learn  to  read  and  write,  save 
enough  money  to  buy  their  own  land, 
and  earn  respect  from  whites.  Recruiters 
signed  the  Negroes  with  little  regard  to 
the  quality  of  men  they  enlisted. 

This  prompted  COL  Benjamin  H. 
Grierson,  commander  of  the  10th 
Cavalry  at  Fort  Leavenworth,  Kan.,  to 
issue  instructions  for  recruiters  to 
“recruit  men  sufficiently  educated  to  fill 
positions  of  noncommissioned  officers, 
clerks,  and  mechanics  in  the  regiment. 
You  will  use  the  greatest  of  care  in  your 
selection  of  recruits.  Enlist  all  the 
superior  men  you  can,  (those)  who  will 
be  a credit  to  the  regiment.” 

COL  Edward  Hatch,  commander  of 
the  9th  Cavalry  in  Louisiana,  echoed 
Grierson,  saying  many  of  the  recruits 


were  “too  light,  too  young,  and  had  a 
weak  constitution.” 

With  enlisted  ranks  filling  but  lacking 
black  officers,  the  Army  offered  incen- 
tives of  bonuses  and  rapid  promotion  to 
white  officers  who  would  agree  to  serve 
with  the  black  units.  Many  white  officers 
took  a reduction  in  rank  and  inconse- 
quential positions  with  white  units  rather 
than  accept  orders  to  the  black  units. 

George  Armstrong  Custer  and 
Erederick  Benteen  refused  commissions 
with  the  black  units  and  were  assigned  to 
the  ill-fated  7th  Cav  instead.  The  officers 
who  did  accept  commissions  later 
became  staunch  defenders  of  their  troops 
against  prejudice  coming  from  all  levels 
of  the  Army. 

Discrimination  came  in  the  form  of 


black  troops  being  issued  mostly 
unserviceable  uniforms,  tattered  blan- 
kets, quarters  the  white  troops  would  not 
live  in,  meager  food  rations,  and  lame  or 
ill  horses.  Eventually  though,  their 
perseverance,  devotion  to  duty,  and 
loyalty  earned  the  black  troopers  the 
respect  of  their  white  officers  who  were 
instrumental  in  halting  the  practice  of 
second-hand  issue. 

As  the  exploits  of  the  “Buffalo 
Soldiers”  spread,  recruiting  practices  for 
these  units  also  changed.  Grierson’s 
demand  for  quality  recruits  became  a 
reality,  and  the  black  units  cemented  a 
proud  legacy  as  some  of  the  most 
disciplined  and  able  soldiers  in  the 
Army.  The  Buffalo  Soldiers  lived  up  to 
their  motto  of  “Ready  and  forward.  ”?3 
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1999  FFA 
Convention 

Story  and  photos  by  Charlotte  Kisselbaugh 
3d  Recruiting  Brigade  A&PA 


The  students  I spoke  with  were  very  im- 
pressive and  would  be  an  outstanding 
addition  to  the  Veterinary  Corps. 


they  do  every  day  could  be 
a career  in  the  Army.  In 
addition  to  a continuous 
running  of  a video  on 
veterinary  services, 
Predmore  talked  to  about 
200  young  FFAmembers. 

Predmore  said,  “It  was  a 
pleasure  to  assist  the 
recruiters  with  the  FFA 
Convention  since  I was 
involved  with  FFA  in  high 
school.  I enjoyed  talking 
with  all  the  students  about 
what  is  going  on  now  in 
FFA  and  what  kind  of 
future  the  Army  could  have 
for  them  in  the  veterinary 
field.  The  students  I spoke 
with  were  very  impressive  and  would 
be  an  outstanding  addition  to  the 
Veterinary  Corps.  I would  be  more 
than  happy  to  help  at  the  next  FFA 
Convention.  ” 33 


More  than  3,332  young  FFA 
members  signed  up  to  find  out 
more  about  the  opportunities 
available  in  the  US  Army  during 
their  annual  convention  held  in 
Louisville,  Ky.,  Oct.  27  to  29, 1999. 

The  convention,  hosted  by  the 
city  of  Louisville  for  the  first  time, 
was  attended  by  over  40,000 
people  from  across  the  country 
and  Puerto  Rico.  The  new 
location  afforded  recruiters  from 
the  Louisville  Recruiting  Com- 
pany the  unique  opportunity  to 
participate. 

A national  convention  exhibit 
set  up  among  farm  machinery 
manufacturers  and  other  agricul- 
tural organizations  may  seem  out 
of  place  to  some.  The  exhibit  staff, 
recruiters,  and  veterinary  technician 
soon  shed  light  on  how  farming  skills 
can  relate  to  the  US  Army. 

Attendees  were 
surprised 
to  discover 
soldiers 
can  be 
veterinar- 
ians. SGT 
Kevin 

Predmore,  a 
veterinary 
technician 
at  Wright- 
Patterson 
AFB,  Ohio, 
shared  his 
Army  story 
with  many 
young 
adults 
who  might 
never  have 
considered 
that  what 


Predmore  discusses  Army  opportunities 
with  a FFA  Convention  participant. 


SSG  Willie  Harris,  RSB  National 
Exhibit,  assisting  Jason  Michael 
Fox  of  Tiffin,  Ohio,  as  he  filled  out 
SGT  Freland  Bach,  (center)  Louisville  Company  recruiter,  talking  to  a lead  card  during  the  1999  FFA 

FFA  1 999  National  Convention  attendees.  Convention. 


12 


Recruiter  Journal  / February  - March  2000 


Keep  your  feet  on  the  ground  and 
keep  reaching  for  the  stars 

History  of  African-American  Astronauts 


by  CPT  Christina  K.  Montalvo 
Houston  Bn 

When  we  consider  what  African- 
American  History  Month  really  means,  we 
often  associate  with  famous  figures  such 
as  the  Tuskegee  Airmen,  Martin  Luther 
King  Jr.,  Malcom  X,  and  Rosa  Parks. 

But  who  remembers  CPT  Edward  J. 
Dwight  Jr.,  COL  Guion  (Guy)  S.  Bluford, 
Ronald  E.  McNair,  or  Mae  Jemison? 

These  were  just  a few  of  the  many  brave 
men  and  women  who  pioneered  many 
firsts  not  only  in  space,  but  also  for  the 
nation.  Their  courage  and  efforts 
demonstrated  the  incredible  talents 
African-Americans  were  prepared  to  offer 
the  world  if  only  given  the  chance. 

The  opportunity  arose  not  through 
demonstrations  in  crowded  streets  but  in 
the  empty  vastness  of  space.  This  is  their 
story. 

CPT  Edward  J.  Dwight  Jr.  began  his 
career  in  1953  as  an  Air  Force  lieutenant. 
His  dreams  of  flying  began  when  he 
witnessed  the  crash  of  a P39.  Convinced 
that  aviation  was  his  calling,  he  excelled 
in  high  school  and  eventually  graduated 
with  a degree  in  aeronautical  engineering 
from  Arizona  State  University.  In  1961, 
Dwight’s  dreams  turned  to  space  when  he 
received  a letter  from  President  John  F. 
Kennedy  offering  him  the  opportunity  to 
apply  for  admission  to  NASA’s  Astronaut 
Training  Program.  However,  the  initiative 
to  put  the  first  African-American  into 
space  died  with  President  Kennedy  in 
Dallas  on  Nov.  22,  1963.  The  next  day, 
Dwight  received  orders  to  report  to 
Germany  as  a liaison  officer  for  the 
German  Test  Pilot  School  and  Space 
Program  by  order  of  President  Johnson. 
The  only  problem  was  that  Germany  did 
not  have  a space  program.  Dwight  left 
the  Air  Force  but  not  before  he  took  his 
place  in  history  as  the  first  African- 
American  to  be  selected  for  astronaut 
training. 

COL  Guion  (Guy)  S.  Bluford,  like  other 
African-Americans,  had  dreams  of 
achieving  something  more  than  what, 
historically,  had  been  proven  possible. 
Despite  insistence  from  his  high  school 
guidance  counselors  to  pursue  a career  in 


carpentry  or 
auto  mechanics, 

Bluford  stuck  to 
his  dreams  of 
flying.  He 
earned  a 
Bachelor  of 
Science  degree 
from  Pennsylva- 
nia State  University  in  aerospace 
engineering.  This  was  followed  with  a 
Ph.D.  in  aerospace  engineering  with  a 
minor  in  laser  physics.  He  received  his 
commission  in  the  US  Air  Force  when  he 
completed  ROTC.  Bluford  (who  logged 
more  than  5,000  hours  of  jet  flight  time), 
was  assigned  as  a crewmember  on  the 
third  mission  of  the  Space  Shuttle 
Challenger,  STS-8  ( Space  Transport 
System,  eighth  shuttle  mission). 

Bluford  soared  into  history  on  Aug.  30, 
1983,  when  the  Challenger  took  off  on 
its  third  mission.  Nearly  20  years  after 
Dwight  was  removed  from  NASA’s 
astronaut  training  program,  Bluford 
became  the  first  African-American  to 
venture  into  space. 

President  Reagan  offered  his 
congratulations  to  Bluford  via  tele- 
phone, “Guy,  congratulations.  You  are 
paving  the  way  for  many  others,  and 
you  are  making  it  plain  that  we  are  in  an 
era  of  brotherhood  here  in  our  land. 

You  will  serve  as  a role  model  for  so 
many  others.  I can’t  help  but  express 
my  gratitude  to  you.” 

Six  months  later,  another  African- 
American  would  place  his  name  in  the 
annals  of  history.  Ronald  McNair  grew 
up  in  the  cotton  fields  of  South  Caro- 
lina. He  was  fascinated  to  see  planes 
fly.  He  was  curious  how  such  large  and 
heavy  objects 
could  stay  in  the 
air.  He  worked 
his  way  through 
school  achieving 
academic  excel- 
lence in  all  his 
studies.  He 
finally  received 
his  Ph.D.  from 


the  Massachusetts  Institute  of  Technol- 
ogy in  physics.  McNair  was  key  to 
numerous  micro-gravity  experiments 
aboard  the  Challenger  flight  STS-4 1 B, 
thus,  becoming  the  second  African- 
American  to  work  in  space.  McNair’s 
career  was  short  lived.  His  second 
mission  was  as  a crewman  aboard 
Challenger  STS-5 1 L.  This  particular 
crew  drew  extensive  media  coverage 
because  of  its  mixed  crew.  The  crew  con- 
sisted of  two  women  (one  of  whom  was  a 
school  teacher,  Christa  McAuliffe),  an 
Asian-American,  three  Caucasian  males, 
and  McNair.  What  started  as  a routine 
flight  on  a perfect  day  ended  in  tragedy 
as  the  shuttle  exploded  shortly  after 
leaving  the  launch  pad  from  Kennedy 
Space  Center.  McNair’s  lifelong  dream  of 
exploring  space  ended  in  one  minute  and 
13  seconds. 

It  would  be  two  and  a half  years 
before  another  “historical  first”  was 
achieved  by  an  African-American.  Mae 
Jemison  offered  a well-rounded  back- 
ground to  the 
NASA  space 
program.  She  was 
not  only  a tri- 
linguist with 
degrees  in  Afro- 
American  studies 
and  chemical 
engineering,  but 
Jemison  was  the  first  African-American 
woman  to  travel  into  space.  She  con- 
ducted experiments  with  biofeedback  to 
reduce  the  severity  of  space  sickness. 

She  taught  astronauts  how  to  monitor 
their  heart  rates,  skin  temperature,  and 
breathing  to  minimize  the  physical  side- 
effects  of  weightlessness.  Jemison  left 
NASA  to  teach  Space  Technology  at 
Dartmouth  College,  N.H. 

Space,  the  final  frontier. ..these 
words  were  first  spoken  by  a science 
fiction  character  we  know  as  CPT  James 
T.  Kirk  of  the  Federation  Starship 
Enterprise  more  than  30  years  ago. 

During  this  time,  the  Civil  Rights 
Movement  was  in  full  swing  and 
desegregation  was  becoming  a more 
familiar  way  of  life.  The  country  was  in 
national  turmoil  over  the  Vietnam  War, 
and  we  were  all  in  a desperate  space  race 
against  the  Soviet  Union.  No  one  could 
have  predicted  the  historical  significance 
of  those  four  simple  words.  33 
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Changing  uniforms  to  teii  the  AMEDD  story 


Story  by  COL  Dena  Norton 
Chief,  Health  Services,  USAREC 
and 

Katie  M.  Cohen 

HRXXI  Contract  Representative 
Background 

After  nearly  two  years  of  negotiations 
with  a Virginia-based  consulting  firm, 
the  US  Army  Recruiting  Command,  in 
concert  with  the  Office  of  the  Chief, 
Army  Reserve,  has  launched  a two-year 
recruiting  test  using  contract  recruiters. 
The  effort  is  viewed  by  many  as  an 
innovative  approach  toward  reversing 
the  trend  of  critical  Army  Medical 
Department  shortages  in  the  Selected 
Reserve.  Both  the  Senate  and  Quadren- 
nial Defense  Review  recommended 
several  months  ago  that  the  Department 
of  Defense  test  the  validity  of  engaging 
the  commercial  sector  in  recruiting 
activities;  therefore,  OCAR  determined 
the  time  was  right  for  such  an  effort.  The 
program’s  objective  is  two-fold:  test  the 
feasibility  of  using  non-uniformed 
recruiters  to  canvass,  screen,  credential, 
and  process  healthcare  professionals  for 
officer  commissions  and  USAR  affilia- 
tion, and  demonstrate  cost  effectiveness 
at  the  same  time. 

Test  Parameters 
The  test  will  be  conducted  over  a 
two-year  period.  The  start-up  phase  was 
completed  in  the  last  quarter  of  FY  99 
and  the  mission  execution  phase  began 
Oct.  1,  1999.  Contract  recruiters  have 
replaced  AMEDD  Active  Guard  and 
Reserve  recruiters  in  four  test  regions: 
Boston;  Cincinnati;  Lubbock,  Texas;  and 
San  Francisco.  Each  area  represents 
unique  demographic  challenges  from  a 
recruiting  standpoint.  Boston  is  consid- 
ered a patriotic  city  with  a strong,  pro- 
military history  and  vast  array  of  post- 
graduate medical  training  institutions. 
Cincinnati  represents  a traditional 
medium-sized,  midwestem  city,  with 
solid  ties  to  our  nation’s  Reserve  forces. 
The  Lubbock  site,  located  deep  in  the 
Texas  panhandle,  provides  a small-city 
atmosphere  with  a limited  healthcare 
market  and  USAR  presence.  San 


Francisco  offers  an  abundance  of 
medical  institutions  in  a diverse,  metro- 
politan environment. 

The  same  application  procedures  and 
regulations  that  govern  USAREC 
recruiters  apply  to  the  contractor.  Their 
mission  includes  all  officer  AMEDD 
specialties,  as  well  as  9 ICC,  licensed 
practical  nurses.  In  a memorandum  of 
agreement  signed  by  the  respective 
commands  in  May  1999,  it  was  deter- 
mined that  OCAR  would  provide  fiscal 
oversight  of  the  test  while  USAREC 
would  provide  technical  oversight. 

Upon  completion  of  the  initial  two-year 
test  project,  a determination  will  be 
made  on  expanding  the  program  to 
additional  sites. 

Start-up  Phase 

In  early  June,  a two-week  training 
conference  was  hosted  by  the  contractor. 
Resource  Consultants,  Inc.,  for  new 
recruiting  and  administrative  staff.  The 
conference  was  highlighted  by  presenta- 
tions from  the  Army’s  leadership  to 
include  LTG  Blanck,  Surgeon  General  of 
the  Army;  BG  Silverman,  commander 
804th  Medical  Brigade;  COL  Norton, 
chief.  Health  Services  Directorate, 
USAREC;  COL  VanDyke,  chief,  OCAR 
Medical  Affairs;  and  other  speakers  from 
the  Army  and  private  sector.  Training  on 
USAREC’s  Army  Recruiting  Information 
Support  System,  required  to  track  packet 
and  mission  production,  was  also 
conducted. 

Recently,  USAREC  healthcare 
recruiting  teams  met  with  the  contract 
recruiters  to  hand  over  application 
packets  already  in  progress.  The  meet- 
ings were  positive  and  collaborative, 
providing  a glimpse  of  future  teamwork 
between  the  two  organizations.  The 
contractor  has  completed  several  of  the 
transitioned  packets  and  has  accessed 
two  soldiers  as  of  Sept.  30,  1999. 

An  in-progress  review  was  conducted 
at  the  RCI  headquarters  on  Sept.  22, 

1999.  Army  leadership  from  OCAR, 
USAREC,  HQDA,  Assistant  Secretary  of 
the  Army  for  Manpower  & Reserve 
Affairs,  and  the  Office  of  the  Surgeon 
General  were  present.  An  overview  of 
the  test  parameters  was  briefed,  high- 


lighting concept  start-up  and  execution 
history;  a brief  description  and  market 
overview  of  the  four  test  sites;  mission 
development  and  assignment  process; 
status  of  packets  transitioned  from 
USAREC  to  the  contractor;  database 
management  systems;  and  personnel 
staffing. 

Developing  a Market  Presence 

As  of  Sept.  30,  1999,  contract 
recruiters  have  visited  85  training/ 
residency  programs,  directors/depart- 
ment chairs,  and  conducted  group 
presentations  for  45  student/residency 
programs.  They  have  exhibited  at  several 
national  and  state  conventions  and 
professional  meetings  in  concert  with 
active  duty  recruiters. 

An  important  factor  in  developing 
each  recruiting  territory  is  using  key 
individuals  as  centers  of  influence  within 
the  local  civilian  community  to  assist  in 
recruiting  efforts.  To  this  end,  the 
contractor  has  established  a network  of 
over  50  COIs  across  their  respective 
regions.  In  an  effort  to  establish  rapport 
with  the  military  community,  the 
recruiters  have  participated  in  several 
recruiting  and  retention  conferences  at 
the  Regional  Support  Command  level 
and  have  met  with  key  unit  staff  at  local 
reserve  medical  units. 

The  contractor’s  recruiting  staff  is 
comprised  of  a cross-section  of  former 
Army,  Air  Force,  and  Navy  healthcare 
personnel;  current  Reserve  personnel; 
and  professional  medical  recruiters  from 
the  private  sector.  The  recruiters  are 
expected  to  maintain  active  involvement 
in  community-based  business  organiza- 
tions and  professional  medical  societies. 

The  vehicle  used  for  the  AMEDD 
recruiting  project  is  the  Army’s  new, 
flexible,  cost-effective  contracting  tool, 
the  Human  Resource  XXI  Century 
Contract.  Under  HRXXI,  RCI  also 
provides  personnel  services  to  the  Army 
through  the  In-Service  Transfer  and 
Interstate  Transfer/Total  Army  Boots 
Programs.  The  HRXXI  Contract  is 
available  to  all  government  agencies 
worldwide  to  use  in  obtaining  human 
resource-related  services. 
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The  Recruiter  Store  expands  its  mission 


Story  and  photos  by  Don  Williams 
Logistical  Support  Center 
Recruiting  Support  Brigade 

The  Recruiter  Store  was  created  in 
February  1994.  It  serves  as  a storage  and 
shipment  point  for  supplies  to  support 
the  recruiting  effort.  The  store  initially 
had  over  1,500  customers  (recruiting 
stations),  and  quickly  grew  to  over 
5,000.  It  has  to  date  shipped  over 
200,000  cartons  of  materials  that  include 
recruiter  publicity  items  and  personal 
presentation  items.  The  current  system 
replaced  an  antiquated  and  inefficient 
supply  and  delivery  system  with  one  that 
takes  advantage  of  state-of-the-art 
methods  and  is  quite  effective  in 
responding  to  customers. 

Our  vision  for  the  Recruiter  Store  of 
the  future  is  to  see  it  serve  as  the 
distribution  point  supplying  recruiting 
items  to  recruiters  from  all  of  the  Armed 
Forces. 

In  preparation  for  aggressively 
responding  to  such  a challenging 
mission,  the  Recruiting  Support  Brigade 
has  acted  to  increase  accommodations. 
An  additional  60  x 200-foot  warehouse 
has  been  constructed  to  compliment  the 
space  currently  available. 

This  gives  us  the  capability  not  only 
to  support  the  Army  recruiters.  Cadet 
Command,  and  the  Navy,  but  also  the 
Coast  Guard  and  the  Air  Force. 


The  RSB  commander,  COL  Stephen 
Cellucci,  hosted  the  grand  opening 
ceremonies  for  the  Recruiter  Store 
Annex,  with  the  guest  of  honor  DCG- 
West,  BG  Robert  Wilson,  who  per- 
formed the  honors  with  store  employee 
Zina  Watts  assisting. 

We  would  like  to 
introduce  the 
people  who  actually 
do  the  work.  The 
administrative 
section  consists  of 


Beverly  Perkins  (top) 
and  Joyce  Carter 
(right.)  They  operate 
the  computers  and 
take  orders  over  the 
phone  when  neces- 
sary. They  also  have 
the  ability  to  trace 
shipments  for  customers,  obtaining  such 
information  as  date  and  time  of  delivery 
and  the  name  of  the  person  receiving  the 
packages.  They  also  handle  the  inventory 
reports  and  inform  the  supervisors  of 
stock  nearing  re-order  level. 

Charmaine  Poynter  (below  left) 
Melvin  Compton 
(top  next  column) 
are  the  pickers  and 
packers,  who  fill  the 
orders  and  prepare 
them  for  delivery. 
About  75-100  orders 
are  received  daily 


from  the  Army 
and  Navy 
recruiters,  which 
are  picked, 
packed,  and 
shipped  normally 
within  24  hours. 

Zina  Watts 
(below  right)  is 


the  work  leader  at 
The  Recruiter 
Store.  She  ensures 
that  the  orders  are 
completed, 
stockage  levels 
maintained,  and 
the  materials 
shipped  are  the 
most  current  available.  She  works 
closely  with  the  A&PA  to  ensure  we  have 
the  latest  print  and  the  estimated  arrival 
date  of  new  materials. 

Lowell  Flake  (below  left)  is  a material 
handler/forklift 
operator. 

The  Recruiter 
Store  is  dedicated  to 
supporting 
America’s  hardest 
working  force,  the 
US  Army  recruiters. 

The  preferred  method  for  sending 
your  RPI/PPI  orders  to  the  Recruiter 
Store  is  to  e-mail  them  to 
RPI@USAREC.ARMY.MIL  If  you  do 
not  have  Internet  access,  you  can  call  1- 
800-223-3735,  ext.  6-0690. 
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Recruiting  Centrai 


by  Tim  McCarthy 
Graphics  by  Penny 
Roane 


ARISS/EDS 


“Recruiting  Central” 
is  alive  and  growing!  In 
anticipation  of  the 
impending  roll  out  of 
Army  Recruiting  Information  Support  System  2000  later  this 
year,  the  Directorate  of  Training  and  the  Directorate  of  Infor- 
mation Management  have  partnered  to  create  a web-enabled, 
default  home-page  called  Recruiting  Central.  Recruiting 
Central  will  be  a major  source  of  information,  enabling  you  in 
the  recruiting  business  to  find  information  better  and  faster  and 
make  your  job  easier.  It’s  a web  site  to  help  keep  you  up-to- 
date  on  policies,  procedures,  and  news. 


With  the  fielding  of  thousands  of  laptops  to  all  Army 
recruiters,  recruiting  station  commanders,  company  leadership 
teams,  and  echelons  all  the  way  up  to  Headquarters,  Recruiting 
Command,  ARISS  will  revolutionize  the  business  of  recruiting. 
It  enables  recruiters  to  do  business  from  their  laptop,  including 
following  recruiting  leads,  giving  multi-media  sales  presenta- 
tions, initiating  contracts,  initiating  applicant  security  checks, 
and  several  other  functions  related  to  the  business  of  recruiting. 
With  the  pending  ARISS  roll  out,  it’s  clear  that  recruiters, 
station  commanders,  and  company  leadership  teams  need 
training  and  other  information  to  help  prepare  them  for  the 
looming  wave  of  new  capabilities  that  will  change  their  world. 


By  creating  toolkits  especially  for  those  of  you  in  these 
communities,  the  intent  is  to  build  a single  source  to  share 
knowledge.  By  fielding  the  innovative  and  creative  Recruiting 
Central  before  the  ARISS  deployment,  the  command  will  be 
able  to  lessen  the  impact  of  big  changes  brought  on  by  the 
deployment.  The  driving  goal  is  to  use  leading-edge  informa- 
tion technology  and  strategy  to  facilitate  training  and  resources, 
making  you  substantially  more  effective  as  you  strive  to 
improve  your  production. 


Recruiting  Central  Features: 

* Recruiting  “Community  of 
Practice”  Toolkits 

* Recruiting  Core  Competencies 
(recruiter  and  station  com- 
mander tasks) 

* Software  Tools/Support 

* Hot  Topics  (messages  from 
USAREC,  notes  from  leader 
ship,  and  news  to  you) 

* ARISS  2000  Roll  out 

* Libraries 

* Helpful  Links 

* Training  Links 

* Access  to  regulations 

* Processing  Calendar 

* Frequently  Asked  Questions 


have  its  own  advocate  who  will  develop  it,  focusing  on  their 
particular  needs. 

The  current  Community  Advocates  are:  MSG  David 
Dawson  (Recruiting  Central),  SFC  Richard  Downey  (Recruit- 
ers), SFC  Thomas  Williams  (Station  Commanders),  and  MSG 
Lawrence  O’Keefe  (Company  Leadership  Teams).  All  are 
from  USAREC’s  Training  Directorate. 

Though  the  communities  will  look  pretty  much  alike  in  the 
beginning,  the  advocates  will  help  each  community  develop  its 
unique  functionality  and  personality  to  make  it  more  meaning- 
ful for  you.  Still  in  development,  each  community  will  get  a 
suite  of  productivity-enhancing  capabilities  to  further  boost 
your  efficiency. 


Key  to  the  concept  of  Recruiting  Central  is  the  creation  of 
several  “communities  of  practice.”  These  communities  will  be 
represented  by  functional  leads  called  Community  Advocates. 
These  advocates  are  all  senior  recruiters.  Each  community  will 


Recruiting  Central  will  be  building  from  the  ground  floor 
and  will  connect  recruiters  with  a knowledge  network  in  a very 
compelling,  useful,  and  timely  way.  It  takes  advantage  of  the 
intellectual  capital  of  the  command  and  makes  it  available  to 


16 


Recruiter  Journal  / February  - March  2000 


all  its  members,  no  matter  how  remote.  It  facilitates  the  change 
about  to  take  place  and  will  serve  as  the  foundation  to  add 
additional  functionality  and  communities  within  USAREC. 
Designed  to  evolve  as  time,  additional  capabilities,  technology, 
and  resources  permit.  Recruiting  Central  stands  as  the  central 
building  block  for  the  coming  together  of  a wide  variety  of 
information  and  functionality  to  eventually  touch  everyone  in 
the  command.  The  toolkits  will  come  to  have  chat  rooms, 
libraries,  frequently  asked  questions,  training  materials,  policy 
documents,  marketing  information,  sales  help,  hot  links  to 
every  site  useful  to  you,  and  several  other  features.  The 
Recruiting  Central  is  meant  to  be  your  knowledge  source  for 
success. 

Recruiting  Central  will  improve  the  command’s  ability  to 
provide  on-demand  training,  a quick  source  for  regulations  and 
guidance,  and  improve  access,  timeliness,  and  quality  of 
information  and  services  to  the  recruiting  force. 

In  the  coming  year,  this  soon-to-be  deployed  web  site  will 
migrate  to  a platform  that  will  add  both  communities  and 


collaborative  power  for  those  communities.  The  web  site 
address  is:  www.usarec.army.mil/ariss/rc/ 

Look  for  subject  matter  expert  registries,  enlarged  libraries 
of  information,  and  threaded  topical  discussions  relevant  to  the 
business  of  recruiting. 

By  creating  Recruiting  Central,  the  Recruiting  Command 
hopes  to  enhance  the  roll-out  of  ARISS  2000  and  strive  to 
improve  the  morale  and  effectiveness  of  the  command’s 
primary  asset  - you,  the  recruiters,  station  commanders,  and 
company  leadership  teams  in  the  field,  by  laying  information 
and  collaborative  power  (literally)  at  your  fingertips. 

We  have  just  begun  to  build  some  of  the  toolkits  and  this 
site  using  a lot  of  great  information.  We  promi.se  to  update  it 
frequently,  so  use  it,  let  us  know  what  you  like,  what  you  want, 
and  what  can  be  done  better. 

This  site  is  for  you! 
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Beauty  queen  joins  the  Army 


by  Nel  S.  de  Leon 
5th  Recruiting  Brigade  A&PA 

Some  weekends,  Cindy  May,  the  1999 
Mrs.  Oklahoma  International,  will  not  be 
wearing  her  gown,  tiara,  or  sash. 

Instead,  she  will  don  her  jungle  green 
BDU  and  polished  boots.  A matching 
cap  with  one  shiny  silver  bar  will  take  the 
place  of  her  crown.  The  title  sash  won’t 
be  there  — a nametag,  military  patches, 
and  insignia  will  identify  her  rank  and 
affiliation. 

May  is  also  a first  lieutenant  in  the 
Army  Reserve.  Commissioned  into  the 
Army  Nurse  Corps,  she  recently  com- 
pleted the  Officer  Basic  Course,  a two- 
week  orientation  to  the  fundamentals  of 
Army  life. 

Maternal  love  had  a lot 
to  do  with  May’s  decision 
to  join  the  Army.  Her 
older  son,  Toby,  enlisted 
in  the  Army  National 
Guard  at  the  height  of  the 
conflict  in  Kosovo.  Like 
any  mother.  May  feared 
for  her  son’s  safety  and 
well-being. 

“I  joined  the  Army 
because  I want  to  be  there 
for  Toby.  If  I cannot  be  by 
his  side  when  he  needs 
me,  I will  find  comfort 
knowing  the  Army  has 
nurses  like  me  to  take 
care  of  him.  I will  treat 
any  soldier  as  if  I were 
treating  my  own  son.  I 
want  other  mothers  to 
know  that  there  is  another 
mother  who  cares  about 
their  sons  and  daughters.” 

Service  to  God  and  country  are  May’s 
other  reasons  for  becoming  a part-time 
soldier. 

“Defending  our  nation  is  an  important 
job.  We  need  heroes.  America  may  not 
be  perfect,  but  to  me,  it  is  still  the  best 
place  to  live.  God  gave  me  the  skills  and 
knowledge  to  make  a difference.  By 
serving  in  the  Army,  I can  contribute  to 
making  our  country  a little  bit  better,” 
she  said. 

Just  as  she  has  done  in  civilian 


pageants  and  competitions.  May  pre- 
pared herself  physically  and  mentally  for 
OBC. 

“I’ve  heard  a lot  of  stories  about 
basic  training,”  she  said.  “I  did  a lot  of 
running,  sit-ups,  and  push-ups.  And  it 
helped.  But  those  4:30  a.m.  wake-up 
calls  were  kind  of  tough,  considering  we 
went  to  bed  pretty  late  because  we  had  to 
study  our  lessons,  iron  our  uniforms,  and 
shine  our  boots.” 

Mental  preparation  is  very  important, 
according  to  May.  “As  an  Army  officer, 
there  are  others,  especially  young 
people,  looking  up  to  you  for  direction. 
You  need  to  know  how  to  handle 
challenging  situations  and  make  smart 
decisions,”  she  added. 


“What  I like  most  about  OBC  and  the 
Army  is  team  work,”  added  May.  “It 
usually  takes  a group  of  people  to  get 
something  accomplished  and  everybody 
should  make  the  same  effort  so  that 
everybody  will  be  successful  and 
everybody  will  share  in  that  success. 
Soldiers  take  care  of  one  another.  From 
the  smallest  thing  like  a medal  not  in  the 
right  place  on  the  uniform  to  covering 
for  one  another  in  combat  situations,  we 
watch  out  for  one  another.  I really  like 
that.” 


So  impressed  with  the  Army,  May  is 
now  considering  active  duty  service. 

She  also  plans  to  continue  her  nursing 
education  using  Army  tuition  assistance 
programs. 

“I  have  no  doubt  in  my  mind  LT  May 
will  be  a successful  soldier,”  said  CRT 
Lora  J.  Darnell,  of  the  US  Army  Health 
Care  Recruiting  Team  Office  in  Okla- 
homa City,  Okla.  “She  loves  the  Army. 
She  cares  about  soldiers.  She  is 
physically  fit,  has  a great  attitude,  and  is 
a consummate  professional.  As  a 
woman,  mother,  and  nurse,  one  could 
not  find  a better  role  model.” 

For  the  time  being.  May  can  look 
forward  to  new  and  exciting  experiences 
as  a part-time  military  nurse.  One 
weekend  a month.  May  will  be  training 
in  combat 
readiness  and 
mobilization 
with  the 
2291st  US 
Army  Hospi- 
tal, Section  3, 
located  in 
Oklahoma 
City,  Okla. 

She  will  also 
train  in 
military 
patient  care  at 
the  Reynolds 
Army  Com- 
munity 
Hospital,  Ft. 
Sill,  Okla., 
and  the 

Department  of 
Veterans 
Affairs 
Medical 

Center,  Oklahoma  City.  The  2291st 
Hospital  is  headquartered  in  El  Paso, 

Tx. 

May  is  a full-time  registered  nurse 
with  the  Oklahoma  State  Department  of 
Human  Services,  charged  with  oversee- 
ing professional  support  services  for  the 
disabled.  She  is  a graduate  of  Murray 
State  College,  Tishomingo,  Okla.  She 
and  her  husband,  Tom,  have  been 
married  for  23  years.  They  have  three 
children:  Toby,  21  years  old;  Cara,  19; 
and  Keegan,  13. 


BDU,  not  crown  and  sash,  is  the  uniform  for  the  day  for  1LT  Cindy  May  (Mrs. 
Oklahoma  International  1999)  while  attending  OBC  at  the  US  Army  Medical 
Department  Center  and  School  in  Fort  Sam  Houston,  Texas. 
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Living  the  dream 

Tae  Kwon  Do  team  demonstrates  to  youth 
that  achieving  goals  is  possible 


story  by  Sharon  Mulligan 
6th  Recruiting  Battalion 
Southern  California 
photos  by  Stan  Cordell 

“With  hard  work  and  dedication  you 
can  make  your  dreams  come  true,”  a 19- 
year-old  clad  in  a red,  white,  and  blue 
workout  uniform  told  a group  of  Lincoln 
High  School  students.  “I’m  living  proof 
of  that,  and  the  Army  is  helping  me 
achieve  mine. 

“I  really  believe  that  any  dream  is 
possible  if  you  work  hard  enough  at  it,” 
said  PFC  David  Bartlett.  “You  can  get 
whatever  you  want  out  of  life.  You  just 
have  to  be  willing  to  make  the  commit- 
ment to  it.” 

Bartlett  and  teammate,  SGT  Kevin 
Williams,  are  members  of  the  World 
Class  Athlete  Program,  Tae  Kwon  Do 
team,  who  visited  San  Diego  “Battle 
Shark”  recruiters  in  October  and  spoke 
about  the  benefits  of  joining  the  military 
to  area  high  school  students. 


Bartlett  exhibits  a Tae  Kwon  Do 
exercise,  one  of  the  many  moves 
demonstrated  by  the  World  Class 
athletes. 

“Having  the  TAIR  teams  and  World 
Class  athletes  come  out  to  the  schools  to 
speak  with  the  students  is  a great  asset,” 
said  SSG  Sheree  Cruz,  National  City 
Recruiting  Station.  By  talking  to  them 
and  explaining  the  kinds  of  jobs  they 
perform  in  the  military,  soldiers  can 
relate  to  the  students  and  help  broaden 
their  horizons. 

“It  helps  drive  home  the  fact  that  the 
Army’s  purpose  isn’t  to  shoot  and  kill 


people,  which  some  people  think  it  is. 
The  students  realize  they  can  learn 
something  in  the  Army  that  they  can  also 
do  in  the  civilian  community  after  they 
get  out.” 

One  of  the  advantages  of  being  in  the 
military  that  seemed  to  impress  the 
youthful  audience  was  educational 
benefits. 

“A  lot  of  people  think  you  have  to  put 
education  on  hold  to  come  into  the 
military,”  said  Cruz,  a three-year 
recruiting  veteran.  “But  that  is  not  true. 
The  military  will  support  your  educa- 
tion.” 

To  drive  the  point  home  to  the  10-12 
graders  gathered,  Williams  asked  how 
many  students  planned  on  having  a job 
to  help  pay  for  their  education.  About  20 
hands  shot  up,  so  the  native  of  Little 
Rock,  Ark.,  asked,  “What  do  you  think 
the  Army  is?”  Then  the  WCAP  soldier 
explained  some  of  the  many  educational 
programs  offered,  as  well  as  providing 
basic  information  on  the  Montgomery  GI 
Bill. 

In  speaking  of  his  teammate,  Williams 
said  Bartlett  “is  a prime  example  of  what 
we  (the  Army)  is  looking  for.”  He  is  just 
out  of  high  school,  physically  fit, 
dedicated,  and  wanting  to  expand  his 
education,  Williams  explained. 

“I’m  in  my  second  year  of  college 
now,”  Bartlett  told  the  crowd.  “And  the 
Army  is  paying  for  my  education  while 
every  day  I’m  doing  exactly  what  I love 
to  do.  I travel  around  and  talk  with 
people  while  training  and  competing  in 
Tae  Kwon  Do.”  Bartlett,  who  is  an 
infantryman,  has  been  a part  of  the 
WCAP  team  since  March  1999. 

“I’m  getting  the  chance  to  live  my 
dreams  thanks  to  the  Army.”  The  New 
York  native  quickly  added,  “There  are 
many  programs  and  benefits  available  to 
help  others  achieve  their  dreams  as 
well.” 

After  exhibiting  some  of  their  Tae 
Kwon  Do  exercises  and  moves,  the 


WCAP  soldiers  opened  the  forum  to 
the  audience  for  questions  and  fielded  a 
variety,  including  some  that  focused  on 
basic  training  and  day-to-day  life  in  the 
military. 

“The  Army  gives  you  a place  to  live, 
a job,  clothes  to  wear,  food  to  eat,  as 
well  as  medical  and  dental  benefits,” 
Williams  said.  “And  then  the  Army 
pays  for  it  all  and  pays  you  on  top  of  it. 
Can  you  ask  for  more?” 

Williams,  an  artillery  man,  told  the 
group  how  the  Army  had  opened  new 
horizons  for  him. 


Williams,  SSG  Thomas  Asis,  Bartlett, 
and  Cruz  prepare  to  tell  the  Army 
story  during  presentations  to  high 
school  students. 

“Until  four  years  ago  I had  never 
done  Tae  Kwon  Do,”  he  said.  “Then  one 
day  I saw  an  article  in  a post  newspaper 
and  went  to  check  it  out.  Now,  I’m  part 
of  the  World  Class  Athlete  Program  and 
nationally  ranked  number  two  in  the 
heavy-weight  class.  I get  to  travel 
around  demonstrating  Tae  Kwon  Do  and 
competing,  while  training  to  try  out  for 
the  Olympics.  WCAP  and  the  Army  can 
help  soldiers,  students,  and  athletes 
fulfill  their  dreams  and  achieve  their 
goals  whatever  they  may  be.” 

Helping  the  youth  of  today  become 
tomorrow’s  leaders  is  one  of  the  aspects 
of  being  a recruiter  the  staff  sergeant 
enjoys  most. 

“I  consider  it  an  honor  to  represent 
the  Army.  I think  of  myself  as  a bridge 
between  the  military  and  the  commu- 
nity,” Cruz  said.  “These  teams  (recruit- 
ers) that  come  out  with  us  are  also 
bridges.  We  share  and  relate  our 
personal  experiences  to  eliminate  some 
misconceptions  about  the  military  and 
help  publicize  what  soldier’s  do.  I 
consider  it  the  best  part  of  being  a 
recruiter.” 
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The  Way  I See  It 


j 


• All  ‘‘The  Way  I See  It”  forms  received  by  the  USAREC  Chief  of  Staff  are  handled  promptly. 

I Those  that  are  signed  and  include  a phone  number  will  receive  a phone  call  within  48  hours  of 
I receipt.  Those  with  addresses  will  receive  a written  response  approximately  3 weeks  from  receipt. 


The  Chief  of  Staff  writes: 


N 


y 


A recruiter  writes: 

I have  tossed  the  idea  around  of  writing  you  for  three 
years  now.  I finally  decided  that  to  change  things  I must 
try  this. 

Our  advertising  (locally)  is  awful.  Everywhere  I go,  I 
see  Marine  displays  in  the  mall,  Navy  publicity  items 
everywhere.  The  supply  room  in  our  Navy  office  here 
looks  like  our  advertising  agency.  Our  A&PA  cannot 
even  give  us  posters  to  post  in  our  area  (they  say  they 
have  none,  for  two  years  now.)  The  hand-out  items 
appeal  to  the  youth  and  attract  interest,  yet  we  are  limited 
to  substandard  annual  amounts.  I can  tell  you  that  in  my 
area  every  teenager  has  a Navy  keychain  around  his/her 
neck  or  a Marine  decal  on  their  car.  Only  25  people 
have  Army  because  that’s  all  we  are  allowed. 

Sir,  we  have  to  be  able  to  advertise  locally  with  PPI 
items  and  posters.  This  will  be  a big  step  in  the  right 
direction  if  we  could  open  up  a way  to  get  the  amount  of 
items  we  need,  and  redo  the  stickers  we  do  have;  I can’t 
even  give  them  away. 


We  recently  received  this  anonymous  “The  Way  I See 
If’  response  at  headquarters  from  the  Dallas  Battahon. 
Since  we  cannot  determine  the  author,  we  ask  that  you 
pass  on  the  response  to  concerned  parties.  We  appreci- 
ate the  fact  that  problems  and  or  comments  from  the  field 
are  brought  to  our  attention. 

In  this  case,  the  writer  was  concerned  that  posters 
were  not  available  on  a demand  basis  such  as  the 
RPI  system.  However,  a new  addition  to  our  warehouse 
stock  this  year  has  been  posters.  Currently,  there  are  two 
posters  in  the  RPI  Store  that  are  orderable  by  recruiters: 
Comradery  (RPI  912/913)  and  Skill  Training  (RPI  914/ 
915.  The  new  $50/$20k  Link  Trees  poster  (RPI  939- 
940)  was  available  for  ordering  in  late  January. 

Another  concern  was  the  availabihty  of  Personnel 
Presentation  Items.  We  are  currently  in  the  process  of 
ordering  more  lanyards  (RPI  965),  shopping  bags  (RPI 
918),  and  water  bottles  (RPI  998).  Stickers  (RPI  203 
and  RPI  922)  have  been  redesigned  as  well.  All  these 
new  items  will  be  in  the  Recruiter  Store  for  ordering. 

For  further  information  contact  Ms.  Patricia  Morrison 
at  (502)  626-0162.  ^ 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us.  We  are 

better  off  to  participate  in  change  and  to  help  shape  it 
than  to  be  dragged  along  by  change.  You  can  help  shape 
the  future  and  make  it  better.  You  know  your  job  better 
than  anyone.  What  are  your  ideas  for  improving  opera- 
tions? Share  them  on  the  space  below  and  mail  this 
according  to  the  instructions  on  the  back  of  this  form, 
postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support  staff, 
and  family  members  are  encouraged  to  use  this  space  to 
voice  ideas  and  concerns.  If  you  desire  a direct  response 
to  your  comments  or  suggestions,  please  include  your 
name  and  address.  Names  are  //o/ required. 


Dear  Chief  of  Staff: 


Teamwork:  Working  together  as  a team,  we  can  Command.  All  forms  are  mailed  to  and  received  directly 
accomplish  more  than  working  as  individuals.  Share  by  the  USAREC  Chief  of  Staff,  Fort  Knox,  Ky. 

your  vision  for  the  future  of  the  US  Army  Recruiting 


HQ  USAREC  Fm  1825,  Rev  1 May  98  (Previous  editions  are  obsolete) 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KY  40121-2726 


OFFICIAL  BUSINESS 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  600  FORT  KNOX  KY 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


ATTN:  RCCS  (CHIEF  OF  STAFF) 
COMMANDER 

US  ARMY  RECRUITING  COMMAND 
1307  3RD  AVE 

FORT  KNOX  KY  40121  -9972 


I.ImIII Ilnl.I.nllUnlilMl.nlMl.I.I.I.I 


Fold  here  first 


5th  AMIDD  Detachment  is 
top  in  USAREC  for  third  time 


by  Nel  S.  de  Leon 
5th  Recruiting  Brigade 
Advertising  & Public  Affairs 

When  fiscal  year  1 999  ended,  the  5th 
AMEDD  Recruiting  Detachment  not 
only  wrote  the  most  number  of  contracts 
for  health  care  providers  in  the  Army  - 
they  wrote  history. 

They  are  recognized  as  the  first  and 
the  only  unit  to  hold  the  title  of  Top 
AMEDD  Recruiting  Detachment  in 
USAREC  for  three  consecutive  years. 
Since  1997,  the  detachment  has  been 
ranked  the  best  among  the  best  in 
USAREC  — a title  they  continue  to  hold 
by  achieving  101  percent  of  their 
recruiting  mission  for  1999. 

“Teamwork,  commitment,  and 
dedication  are  essential  to  success,”  said 
ETC  Peter  M.  Garibaldi,  5th  AMEDD 
Detachment  commander.  “We  are 
successful  due  to  the  combined  efforts  of 
the  military  and  civilian  staff,  recruiters, 
and  their  families.  Everyone  was  support- 
ive. There  was  total  commitment  to 


achieving  a common  goal.” 

“We  have  an  outstanding  group  of 
team  leaders,  station  commanders,  and 
professional  recruiters  who  are  mission- 
focused,”  said  MAJ  Thomas  H. 

Chapman,  5th  AMEDD  Detachment 
executive  officer.  “We’ve  done  excep- 
tionally well  these  past  three  years 
because  they  worked  hard  to  accomplish 
a mission,  not  just  for  themselves,  but  for 
the  entire  organization.” 

“Success  is  a team  effort,”  said  SEC 
Christopher  A.  Bottoms,  Oklahoma  City 
(Oklahoma)  Health  Care  Recruiting 
Station  commander.  “We  are  an  integral 
part  of  a larger  team.  If  the  large  team 
wins,  we  all  win.  If  it  fails,  we  all  fail.” 
“Production  happens  as  a result  of 
having  quality  people,  conducting  quality 
training,  and  taking  care  of  soldiers  and 
their  families,”  Garibaldi  added.  “Fami- 
lies are  our  behind-the-lines  supporters,” 
said  Garibaldi.  “Taking  care  of  them  is 
my  priority  because  1 firmly  believe 


happiness  at  home  affects  happiness  at 
work.” 

Quality  people  in  Garibaldi’s  team 
starts  with  the  “Top.” 

“Statistics  do  not  drive  my  deci- 
sions,” he  said.  “The  first  sergeant  is  a 
79R.  He  teaches  the  recruiters.  He  is  the 
pulse  of  the  organization.  With  his 
input,  1 make  decisions  based  on  what’s 
best  for  the  soldiers,  the  unit  and  the 
Army.” 

ISG  Andrew  L.  Sterner  is  there  to 
make  recruiters  successful.  His  primary 
responsibility  is  production  manage- 
ment, followed  closely  by  taking  care  of 
soldiers  and  their  training. 

Sterner  compares  the  detachment  to  a 
football  team,  “The  commander  is  the 
head  coach.  1 am  the  quarterback  calling 
the  plays.  The  station  and  team  com- 
manders are  the  linemen  and  running 
backs,  and  the  executive  officer  is  the 
assistant  coach.  We  look  at  the  defense. 
We  call  the  plays  and  make  the  neces- 
sary adjustments.” 

If  the  5th  AMEDD  Recruiting 
Detachment  were  a football  team,  one 
cannot  argue  that  their  success  can  be 
compared  to  winning  the  Super  Bowl. 
But  what  a remarkable  feat  to  be 
champions  — not  once,  not  twice,  but 
three  times  in  a row! 

Success.  Oh  how  much  sweeter  can  it 
get?  S 


ISG  Andrew  L.  Sterner  (foreground)  leads  the  soldiers  of  the  5th  AMEDD  Recruiting  Detachment  in  a formation.  The 
detachment  is  responsible  for  the  recruitment  of  Army  health  care  professionals  in  an  11-state  area  stretching  across 
the  Great  Piains  to  the  Rio  Grande  River.  Station  commanders  carry  fiags,  each  representing  the  detachment’s  six 
recruiting  teams  located  in  Dallas,  Houston,  Kansas  City,  Mo.,  New  Orieans,  San  Antonio,  and  St.  Louis. 
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Field  File 


1 


us  Army  teams  up  with  Job  Corps 


BG  Cooper  signs  a partnership  agreement  between  the  Army  Recruiting 
Command  and  the  US  Department  of  Labor’s  Job  Corps.  Also  signing 
are  Collins  (center)  and  Mr.  Keith  Johnson  (right),  Executive  Director  of 
the  Job  Corps’  Region  IV. 


Story  and  photo  by  Jim  Nugent 
Office  of  Job  Corps 

In  a unique  partnership  between  two 
federal  agencies,  the  US  Department  of 
Labor’s  Job  Corps  program  will  collabo- 
rate with  the  US  Army  Recruiting  Com- 
mand to  provide  interested  students  who 
qualify  with  an  opportunity  to  enlist  in 
the  United  States  Army. 

The  partnership  arose  from  a national 
initiative  to  establish  training  and  employ- 
ment linkages  between  Job  Corps  and  ma- 
jor US  employers. 

BG  Billy  R.  Cooper,  Deputy  Com- 
mander of  the  US  Army  Recruiting  Com- 
mand East,  signed  the  partnership  agree- 
ment with  Job  Corps  during  a ceremony 
in  Atlanta  on  Oct.  26,  1999.  Following 
the  signing,  BG  Cooper  addressed  the 
Job  Corps  and  Labor  Department  officials 
to  discuss  how  the  partnership  will  ben- 
efit Job  Corps  students  and  assist  the  US 
Army  in  recruiting  qualified  candidates. 
The  ceremony  was  part  of  Job  Corps’  Re- 
gion IV  Annual  Conference,  October  25- 
29. 

“This  innovative  partnership  allows 
Job  Corps  to  work  in  concert  with  the 
Army  to  prepare  students  for  exciting  and 
rewarding  futures,”  said  Melvin  R. 
Collins,  regional  director  for  Job  Corps. 
“Our  students  will  receive  invaluable  train- 
ing, and  the  Army  will  benefit  by  receiv- 
ing qualified  recruits  from  among  those 
who  choose  to  enlist,” 

The  partnership  is  designed  to  allow 


Job  Corps  students  interested  in  the  US 
Army  to  voluntarily  participate  in  pre-en- 
listment activities.  Student  participation 
will  be  based  on  their  individual  interests, 
aptitudes,  and  abilities.  Also,  through  this 
agreement.  Army  recruiters  will  provide 
Job  Corps  centers  with  comprehensive 
career  exploration  programs,  values  train- 
ing, and  mentoring  that  will  benefit  all  Job 
Corps  students. 

Job  Corps  students  successfully  com- 
pleting 675  hours  of  training  at  a Job  Corps 
center  will  be  eligible  for  enlistment  in  the 
Army.  In  addition,  eligible  students  must 
earn  qualifying  scores  on  the  Army’s 
ASVAB  entrance  exam,  a certificate  of 
completion  from  Job  Corps,  or  a GED  to 
be  considered  for  the  Army. 

“This  partnership  is  mutually  benefi- 


cial for  the  Army  and  Job  Corps,”  said  BG 
Cooper.  “Eligible  students  will  have  the  op- 
portunity to  fully  explore  their  career  op- 
tions, while  also  reaping  the  lifelong  ben- 
efits of  Army  training.” 

Job  Corps  is  the  nation’s  oldest  and 
largest  job-training  program,  offering  train- 
ing to  eligible  youth  ages  16  through  24. 
The  35-year-old  program  trains  more  than 
68,000  young  adults  every  year  at  1 1 8 cen- 
ters across  the  country.  Job  Corps  offers 
training  in  a wide  variety  of  occupations, 
such  as  auto  repair,  carpentry,  plumbing, 
business  clerical,  building  and  apartment 
maintenance,  health  occupations,  culinary 
arts,  painting  and  tilesetting. 

For  more  information  about  Job  Corps, 
call  1-800-733-JOBS  or  visit  the  Job  Corps 
web  site  at  www.jobcorps.org.  ^ 


Youth  Sponsorship  Volunteers 


by  Kim  Franklin 
Family  Services  Coordinator 

In  case  you  haven’t  heard,  the  Denver 
Battalion  Youth  Sponsorship  volunteers 
are  doing  great  things.  Their  primary  focus 
is  to  make  the  experience  of  moving  easier 
for  new  kids  coming  to  the  battalion.  The 
program  currently  has  three  very  energized 
volunteers:  Sarah  Johnson,  Andrea  Jensen, 
and  David  Johnson.  Soon  Shaun  Jensen 
will  join  the  team. 

Upon  receiving  information  about  a new 
child  and  his/her  family  coming  to  the  Bat- 


talion or  to  AMEDD,  a letter  is  written  to 
the  new  child  welcoming  him/her.  The  let- 
ter also  contains  information  about  the 
new  area.  The  volunteers  are  so  committed 
to  helping  new  kids,  they  also  send  bro- 
chures about  interesting  places  kids  would 
like  to  see,  such  as  Garden  of  Gods,  Botanic 
Gardens,  Cheyenne  Mountain  Zoo,  and 
Buffalo  Bill’s  Grave. 

The  Denver  Battalion  is  fortunate  to 
have  this  Youth  Volunteer  Program.  The 
program  has  been  in  existence  since  1994 


and  is  still  the  only  program  in  USAREC 
that  utilizes  the  talents  of  our  young  people 
in  the  area  of  sponsorship. 

A special  item  of  interest  is  that  our 
Youth  Volunteer  Program  has  been  awarded 
a grant  from  the  Department  of  the  Army  to 
enhance  the  program.  The  volunteers  have 
decided  that  they  will  use  the  grant  money 
to  publish  a booklet  with  pictures  and  in- 
formation that  can  be  sent  with  the  wel- 
come packets  to  new  kids.  Keep  an  eye  out 
for  this  book  in  the  future,  because  you 
won’t  want  to  miss  it. 
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For  some  people  one  career  is  just  not  enough. 
When  Charles  R.  Gillam  talked  to  SFC  Edward  Jarman, 
Seattle  AMEDD,  about  joining  the  USAR  he  already 
had  quite  a history.  Gillam  served  as  an  officer  on 
active  duty  from  1 982- 1 987  in  the  Chemical  Corps.  In 
1987  he  joined  the  USAR  to  become  an  aviator  and 
received  the  Bronze  Star  while  serving  in  an  aviation 
unit  in  Desert  Storm.  Gillam  left  the  USAR  in  1992, 
completed  dentistry  school  and  went  to  work  for  the 
Public  Health  Service  in  Alaska.  At  the  Barrow  Whal- 
ing Station  in  Alaska,  standing  under  the  jawbones 
of  a bowhead  whale,  Gillam  was  sworn  into  the  USAR 
for  the  second  time  and  assigned  as  a dentist  to  the 
1984th  US  Army  Hospital  in  Fairbanks,  Alaska. 

Gillam  (second  from  left)  is  sworn  into  the  USAR 
by  Lt.  Cmdr.  Monica  Kueny,  US  Public  Health  Service 
at  the  Barrow  Whaling  Station  in  Alaska.  SSG  Will- 
iam Brown,  1 st  Scout  Battalion,  Alaska  National  Guard, 
holds  the  flag  as  Lt.  Cmdr.  Mohamed  Awad,  Public 
Health  Service  and  SPC  Peter  Baksis,  1st  Scout  Bat- 
talion, Alaska  National  Guard,  look  on.  (photo  by 
Chalmer  Kingik,  Artie  Slope  Native  Association,  Lim- 
ited.) ^ 


Former  aviator  joins  USAR  for  the 
second  time  after  completing 
dental  school 


by  Seattle  Bn  A&PA 


New  York  City  Recruiting  Battalion  personnel  with  Ricky  Martin  (left  to  right):  CPT  Juan  M.  Guzman, 
LTC  Eileen  M.  Ahearn,  Martin,  1SG  Miguel  A.  Ramos,  CPT  Kenneth  J.  Sanderson,  (photo  courtesy  of 
Bravo  Group) 


In  a benefit  show  celebrating  the  suc- 
cess of  Ricky  Martin  as  one  of  Latin 
America’s  most  popular  crossover  artists, 
the  US  Army  served  as  an  active  partici- 
pant and  supporter  for  the  event  in  order 


to  heighten  awareness  of  its  career  and 
educational  opportunities  within  the  His- 
panic community.  The  concert  was  held  at 
the  5,600  seat  theater  in  Madison  Square 
Garden.  As  an  active  participant,  the  US 


Army  sought  to  create  awareness  of  the 
many  opportunities  available  to  young 
people  and  to  enhance  its  image  as  one 
that  is  hip,  modern,  and  technologically 
savvy. 
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Left:  Rebecca  Rickart,  health  technician 
for  the  Kansas  City  MEPS,  assists  a long 
line  of  applicants  at  the  beginning  of  the 
day.  Medical  processing  is  the  first  of 
many  steps  in  pre-enlistment  process- 
ing that  will  take  several  hours  to  com- 
plete. (photo  by  Laura  Blunt) 


Right:  SGT  Dawn  Harvey,  processing 
specialist  for  the  Kansas  City  MEPS,  as- 
sists applicant  Aaron  J.  Waugh,  Topeka, 
Kan.,  with  his  enlistment  packet.  Begin- 
ning at  0500  hours,  a long  day  awaits 
applicants,  who  must  get  through  physi- 
cal screenings,  pre-enlistment  inter- 
views, and  fingerprinting  before  they  can 
ship  out.  (photo  by  Laura  Blunt) 


Left:  Army  applicant  Della 
Smith,  Overland  Park, 
Kan.,  is  fingerprinted  by 
SGT  Elaine  Ebb,  operations 
specialist  for  the  Kansas 
City  MEPS. 

Right:  Army  applicants 
Zackary  Stilson,  Linda 
Rogers,  and  Anthony  Phoe- 
nix, listen  intently  for  the 
next  sound  during  the  hear- 
ing  examination  at  the 
Kansas  City  MEPS. 
(photos  by  Laura  Blunt) 
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The  Test 


1.  The will  establish  DEP  and  DTP  management 

procedures  to  ensure  accountability,  minimize  accession  loss, 
and  emphasize  the  Referral  Program  for  members  of  the  DEP 
and  DTP. 

a.  Company  commander. 

b.  Battalion  commander. 

c.  Commanding  general , USAREC. 

d.  Recruiter. 

2.  The will  process  USAREC  Form  512  (Regular 

Army  and  Reserve  Component  Referral  Sheet). 

a.  Station  commander. 

b.  Battalion  operations  NCO. 

c.  Guidance  counselor. 

d.  School  principal. 

e.  None  of  the  above. 

3.  What  regulation  covers  the  requirement  to  make  required 
follow-up  contacts  with  DEP  and  DTP  enlistees? 

a.  USAREC  Reg  350-6. 

b.  USAREC  Reg  60 1-81. 

c.  USAREC  Reg  601  89. 

d.  None  of  the  above. 

4.  A member  of  your  Delayed  Entry  Program  just  completed  all 
the  tasks  (to  standard)  listed  on  USAREC  Form  1137,  DEP/ 
DTP  Pre-basic  Training  Task  List,  dated  Jan  00.  When  should 
you  notify  your  DEP  member  of  his/her  promotion? 

a.  Immediately. 

b.  Only  after  ISG  says  you  may. 

c.  Upon  validation  of  the  USAREC  Form  1 1 37. 

d.  You  don’t,  only  the  guidance  counselor  may  inform  the 
DEP  of  his/her  promotion. 

5.  Individuals  who  receive  a “No-Go”  on  the  Tasks  portion  of 

the  USAREC  Form  1137  must . 

a.  Retrain  and  retake  the  event. 

b.  Talk  their  recruiters  into  passing  them. 

c.  Be  removed  from  the  Delayed  Entry  Program 

d.  None  of  the  above. 

6.  The  standards  for  receiving  a “Go”  on  the  Army  Physical 
Fitness  Test  (APFT)  portion  of  the  USAREC  Form  1137  are 


a.  40  points  in  each  event,  1 20  overall. 

b.  50  points  per  event,  150  overall. 

c.  60  points  per  event,  1 80  overall. 

d.  Does  not  matter,  as  long  as  they  complete  an  event  with 
good  effort. 

7.  The  purpose  of  USAREC  message  00-003  is  to . 

a.  Better  prepare  DEP/DTP  members  for  civilian  life  after 
discharge. 

b.  Better  prepare  DEP/DTP  members  for  basic  training  and  to 
reward  those  who  demonstrate  the  knowledge  required  to 
ensure  a smoother  transition  to  becoming  a soldier. 

c.  None  of  the  above. 

d.  All  the  above. 


8.  The  maximum  authorized  USAR  cash  bonus  is 

and  is  available  in MOS. 

a.  $5,000/3  MOS. 

b.  $8,000/5  MOS. 

c.  $20,000/1  MOS. 

d.  None  of  the  above. 

9.  A Prior  Service  applicant  can  qualify  for  the  “USAR 
Montgomery  GI  Bill  Kicker,”  (True  or  False) 

10.  An  IRR  transfer  soldier  must  attend  the  next  .scheduled 
unit  drill  for  the  purpose  of  in-processing.  (True  or  False) 

11.  When  selecting  a position  in  order  to  engage  enemy 
targets  with  an  M16,  consider  whether  it  provides: 

a.  A good  place  to  eat  your  MRE. 

b.  A good  place  to  sleep  and  eat  your  MRE. 

c.  Natural  cover  and  concealment. 

d.  Good  observation  and  fields  of  fire. 

e.  Both  c and  d. 

f.  None  of  the  above. 

12.  When  performing  a systematic  search  for  targets,  the 
following  are  good  indicators  of  enemy  positions: 

a.  Sound  and  movement. 

b.  Stereo  playing 

c.  Improper  camouflage. 

d.  Singing  and  dancing. 

e.  Both  a and  c. 

13.  When  a firer  is  searching  in  overlapping  strips,  the 
following  is  true: 

a.  Search  in  90  degree  arc,  100  meters  in  depth  in  front  of  your 
position. 

b.  Search  in  180  degree  arc,  50  meters  in  depth  in  front  of  your 
position. 

c.  Don’t  search,  it’s  a waste  of  time. 

d.  None  of  the  above. 

14.  The  Range  Card  provides  the  following  functions: 

a.  Shows  the  gunner  where  to  place  fires  on  designated 
targets  during  limited  visibility. 

b.  Provides  the  gunner  conducting  a relief  in  place  all  the 
information  needed  to  repond  immediately  to  enemy  action. 

c.  Provides  the  platoon  leader  and  company  commander 
information  for  their  fire  plan. 

e.  All  of  the  above. 

f None  of  the  above. 

15.  When  filing  out  the  range  card,  you  would  fill  in  the 

or from  the  terrain  feature  to  your  gun. 

a.  Miles  or  meters 

b.  Meters  or  mils 

c.  Mils  or  degrees 

d.  None  of  the  above 


The  answers  to  this  month’s  test  can  be  found  on 
the  inside  back  cover. 
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Badges 


1999  & January  2000 

Des  Moines 

SFC  Ty  L.  Keast 

Great  Lakes 

SFC  Timothy  Shield 
SFC  Stephen  Tillman 
SSG  Jeffrey  Coleman 
SSG  Sabrina  Williams 
SSG  Tony  White 

Harrisburg 

SSG  Carol  Lehman 


Montgomery 

SFC  Carey  James 
SFC  Wayne  Fausz 
SSG  Darryl  Long 
SSG  Jimmy  Abigando 
SSG  Vincent  Craft 
SSG  Angela  Everheart 
SGT  James  McClary 

Nashville 

SFC  Benny  Dobbs 

New  England 

SFC  David  Patrick 
SSG  Scott  Lewis 


Gold 

RSM  ;7  r - 

Beckiey 

SSG  William  E.  Dameron 

Columbia 

SSG  Merle  L.  Randall 
SSG  Richard  Rodriguez 

Columbus 

SSG  Frank  P.  Mcjessy 

Atlanta 

SFC  Gregory  Mosley 
SFC  Thomas  Hunt 
SFC  Anthony  Hale 
SGT  Steven  Crager 

Baltimore 

SFC  Vince  Mitchell 
SSG  Kirk  Foster 
SSG  Timothy  Meech 
SSG  Aquillino  Sanchez 

Chicago 

SGT  Stephen  Lawlor 

Cleveland 

SSG  Alexander  Panos 
SSG  Jason  Powell 

Columbus 

SSG  Christopher  Caddell 
SGT  Sean  Smith 


Indianapolis 

SFC  Derwin  Evans 

Jackson 

SSG  Michael  Perry 
SSG  Jeffrey  Jamison 
SSG  Mark  Mebes 
SSG  Joseph  G.  Mason  Jr. 

Jacksonville 

SFC  David  Fales 
SSG  Waylon  Long 
SSG  V.  Jackson-Herbert 
SGT  Anthony  Story 

Kansas  City 

SSG  Craig  Kelly 

Miami 


New  Orleans 

SSG  Curtis  Stapleton 
SSG  Donald  Williams 

New  York  City 

SFC  Thomas  Dickens 
SSG  Levern  Randall 
SSG  Courtney  Hanniford 

Oklahoma  City 

SFC  Stephen  Badley 
SFC  John  A.  Strand  III 
SFC  Michael  Whitaker 
SFC  Julius  Johnson 
SFC  Jerry  Casey 
SSG  Jaime  Acosta 
SSG  Preston  Slayton 
SSG  Jimmy  Franqui 
SSG  Patsy  Tetreault 
SSG  Robert  Farley 


Oklahoma  City(cont) 

SSG  Omar  Rojas 
SSG  Neal  Barnes 
SGT  Steven  Webb 

Pittsburgh 

SFC  David  Everett 
SFC  Perry  Miller 
SSG  Robert  Grubb 

Portland 

SFC  Jose  Nogueras-Colon 
SSG  Casey  Atkinson 
SSG  Michael  Head 

Raleigh 

SSG  Deangleo  Allen 

Sacramento 

SFC  James  Vance 
SSG  Jerry  Estrada 
SGT  Richard  Wittmann 
SGT  Charlene  Duffield 

San  Antonio 

SFC  Juan  Gonzales 

Seattle 

SFC  Robin  Aguillar 

Syracuse 

SSG  Robert  L.  Ward  Jr. 

Southern  California 

SFC  Steve  W.  Kincannon 
SSG  Voltaire  M.  Visitacion 
SSG  Christopher  J.  Hansen 
SSG  George  G.  Robinson 
SSG  Paul  S.  Pham 
SSG  Steve  T.  Monday 


Dallas 

SSG  John  A.  Stiles 

Denver 

SFC  Walter  Orchowski 
SFC  Eugene  Tschida 
SSG  Brent  Jagger 
SSG  Jeffery  Hawkins 
SSG  Scott  Boeger 


SFC  Juan  Delamo 
SSG  Manuel  Blanco 
SSG  P.  Rodriguez-Llanos 

Mid-Atlantic 

SGT  Lisa  Lavalais 

Milwaukee 

SSG  Charles  Buchanan 
SSG  Anthony  Sherman 


Morrell  Awards 


Jacksonville 

MSG  Paul  Ohmann 

Great  Lakes 

SSG  John  E.  Sedrowski 
SSG  Davis  Yoder 


Miami 

SFC  Hector  Chamorro 

New  York  City 

SSG  Tommy  R.C.  Anderson  Jr. 


Recruiter  Rings 

RSM  December  1999  & January  2000 


Columbia 

SSG  William  Willis  Jr. 

Columbus 

SSG  Harvey  A.  Hicks 

Denver 

SFC  William  J.  Goodwin 
SFC  Henriette  M.  Stonier 
SSG  Louis  A.  Mantrom 
SFC  Ricky  Bragg 
SGT  John  L.  Williams 


New  England 

SGT  Lawrence  Braga  Jr. 

New  York  City 

SFC  Michael  Hutchinson 
SFC  Anthony  Boyd 
SFC  Michael  Tubens 
SSG  Christopher  Brown 
SSG  Franklin  Wallace  Jr. 


Indianapolis 

SFC  Roy  Johnson 
SSG  Nicholas  Naumoff 


Raleigh 

SFC  Thomas  Brown  III 
SFC  Mickey  McBride 
SFC  Daniel  Rodriguez 


New  England 

SFC  Louis  J.  Celli  Jr. 

3DAMEDD 

SFC  Anthony  Christy 


Portland 

SFC  Wilfred  Oguma 

Seattle 

MSG  Thomas  Folsom  Jr. 


Kansas  City 

SSG  Jacques  Dake 

Montgomery 

SSG  Michael  Owens 


St,  Louis 

SFC  Alfred  Womblesoda 

3dAMEDD 

SFC  Walter  Baker  III 
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RSM  DECEMBER  1999 


TOP  RA  RECRUITER 


6TH 


SSG  Lehman,  C. 
(Harrisbui^) 


SSG  Allen,  J. 

& 

SSG  Comiero,  R. 
(Jacksonville) 


SFC  Kagan,  D.  SSGOsbome,J.  SFC  Berry,  J. 
(IVfilwaukee)  (Oklahoma  City)  (Salt  Lake  City) 


TOP  USAR  RECRUITER 


SSG  Bis  hop,  B. 
(Beckley) 


Fort  IVfeade 
(Baltimore) 


Pineview 

(Beckley) 


None 


Richmond 


SSG  Kist,  M 
(Tampa) 


Greenville 

(Raleigh) 


Eufaula 

(IVfontgomery) 


Dothan 

(Montgomery) 


Georgia 

& 

Alabama 


SSG  Dallman,  B. 
(Milwaukee) 

TOP  LPSC 

Anders  on 
(Indianapolis ) 

TOP  OPSC 

Cadillac 
(Great  Lakes ) 

TOP  COMPANY 

None 

TOP  AMEDD 

Minneapolis 


SGT Farrar,  R. 
(Oklahoma) 


Mount  Pleas  ant 
(Oklahoma  City) 


Brentwood 
(St.  Louis) 


Houston  North 
(Houston) 


San  Antonio 


SGT  Barth,  R. 
(Seattle) 


Upton 

(S.  California) 


Klamath  Falls 
(Portland) 


El  Paso 
(Phoenix) 


Rocky  IVbuntain 


“Be  All  You  Can  Be!^^ 


RO/FY  00-03 


EVAN  R.  GADDIS 
Major  General,  USA 
Commanding  General 


Answers  to  the  Test 


1.  c-USAREC  Reg  601-95,  Para.  1-4  a 

2.  c-USAREC  Reg  601-95,  Para  1-4,  k (3) 

3.  a-USAREC  Reg  601-95,  Para  2-4,  c 

4.  c-USAREC  MSG  00-003,  dated  Jan  00,  Par  5 

5.  a-USAREC  MSG  00-003,  dated  Jan  00,  Par  4 

6.  c-USAREC  MSG  00-003,  dated  Jan  00,  Par  6 

7.  b-USAREC  MSG  00-003,  dated  Jan  00,  Par  3 

8.  b-$8,000  / 5 MOS’s  (RECUSAR  Message  99-022) 

9.  True-(RECUSAR  Message  99-020) 

10.  True-  Only  if  the  S/M  has  received  their  assignment 

orders  (USAREC  Reg.  140-3) 


1 1.  e-  STP  21-1  SMCT,  Soldiers  Manual  of  Common 
Tasks,  Task  071-31  l-2007,Para  1,(1  ),(2) 

12.  e-  STP  21-1  SMCT,  Soldiers  Manual  of  Common 
Tasks,  Task  07 1-311  -2007, Para  1,(1),  (a),(b),(c) 

13.  b-  STP  21-1  SMCT,  Soldiers  Manual  of  Common 
Tasks,  Task  071-31  l-20()7,Para  1,  (3) 

14.  e-  STP  21-1  SMCT,  Soldiers  Manual  of  Common 
Tasks,  Task  07 1 -3 1 2-3007,  1 ,2,3 

15.  c-  STP  21-1  SMCT,  Soldiers  Manual  of  Common 
Tasks,  Task  07 1-3 12-3007,  1,(6) 
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